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NOT UNETHICAL TO 
CHASE EXPIRATIONS 
IN FIRE INSURANCE 


Opinions of An Agent, Broker, Com- 
pany Executive and Special 
Agent Obtained 








AGENT CHAPMAN DEFENDED 


Former Chairman of National Associ- 
ation’s Executive Committee Had 
Been Criticised By Newspaper 





Is it a breach of ethics for an agent 
or broker of fire insurance to solicit the 
renewals of his competitors? 

The question has arisen following a 
bitter attack upon A. G. Chapman, a 
leading agent of Louisville, Ky., who 
has just retired as chairman of the ex- 
ecutive committee of the National As- 
Insurance Agents. This 
Louisville man ap- 


sociation of 
censuring of the 
peared in an article more than a page 
in length, published by an Eastern in- 
surance newspaper. It was to the ef- 
fect that Mr. Chapman has been using 
a plan to obtain information about ex- 
pirations in his territory; was_ illus- 
trated with cuts to prove that the alle- 
gation was correct; and carried the 
argument that Mr. Chapman was un- 
worthy of being honored by his fellow 
agents in the National Association be- 
cause of this type of soliciting. 
Inquiry Set on Foot 

The Eastern Underwriter presented 
the facts in this case to four prominent 
men in fire insurance; an agent in a 
small town, who has held office in the 
National Association of Insurance 
Agents; a broker in New York City who 
has an annual income from production 
which tops that of many high insurance 
officials; the president of an insurance 
company; and a special agent. 

In asking for these opinions The 
Eastern Underwriter made it plain that 
the inquiry was directed to fire insur- 
ance alone. It is universally conceded 
that it is a crime to solicit outstanding 
life insurance policies. This is called 
“twisting,” and there are many reasons 
why it should be a crime. It was also 
brought out that the question had no 
bearing on the entirely different ques- 
tion of ownership of expirations, when 
one agency is purchased by another, or 
a casualty company takes up an agency 
and gives it to another man. 

The Answers 

Here then are the answers to the fire 
insurance question: 

Agent: It is perfectly legitimate and 


(Continued on page 14) 






































Nothing inspires greater self-confi- 
dence in an Agent than the knowl- 
edge that he has facilities and service 
at his command that will stimulate 
progressiveness in his business. 


PHCENIX 


Assurance Company, Ltd., 


of London 
100 William St., New York 


PHCENIX 


Indemnity Company 
75 Maiden Lane, New York 











INSURANCE AGENT 





























“The Goodwill of our Agency Force— 
Our Greatest Asset” 





COMMERCIAL UNION FIRE INSURANCE CO. 


114 Fifth Avenue, New York 
New York, Chicago, Denver, Dallas, Atlanta 
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EQUITABLE LIFE 


Insurance Company 
OF IOWA 
Results of 1921 


Insurance in Force.............-+-$286,934,616.49 
Admitted Assets .................-$ 39,234,839.04 
Ratio of Actual to Expected Mor- 
OO 34.7% 
68% of all business written since organization 
still in force. 


For information regarding Agencies 


Address: Home Office, Des Moines 

















SELLS BUSINESS TO 
GENERAL AGENT 


Perez F. Huff, of Travelers, Consum- 
mates Deal With Edward J. 
Wessels, of This City 








TRANSACTION UNIQUE ONE 


Veteran Agent Decided to Retire, But 
Not to Leave His Patrons 
, in Lurch 





Perez F. Hulf, prominent in life insur- 
ance circles in New York City, and 
enjoying the distinction of being one 
of the country’s leading personal pro- 
ducers of life insurance, has entered 
into an arrangement whereby he takes 
over the good will and business of Hd- 
ward J. Wessels, one of the most highly 
specialized life insurance salesmen in 
the business, when the latter retires to 
his Florida orange and grapefruit grove 
in December next. 

It was announced in The Eastern 
Underwriter, issue of September 15, that 
Mr. Wessels planned to leave the busi- 
ness and that at that time was ne- 
gotiating for a suitable successor to 
handle business. 

Sale Includes Good Will 

The announcement of the sale is of 
interest to insurance men generally be- 
cause of the novelty of the proceedings. 
His announcement that he would retire 
and hand over his good will, etc., cre- 
ated considerable interest and there 
were quite a few bids. Mr. Wessels said 
this week: 

“T did not want to leave my clients 
in the lurch, and that is why I adver- 
tised my business for sale and decided 
also to be careful as to who should 
buy it. I am sure that Mr. Huff 1s 
the right man to handle my clients’ 
needs. I had never met Mr. Huff until 
this month, and the meeting took place 
in the office of The Eastern Under- 
writer. This was followed by several 
other meetings which culminated in the 
sale.” 

Mr. Wessels decided to withdraw in 
face of the fact that his business for 
the first nine months of this year was 
in excess of 265% over the whole of 
last year’s business. Every dollar of 
this was personally written and paid 
for. 

The clients of Mr. Wessels have in- 
cluded a number of men in big industry, 
including bankers, railroad officials and 
leaders. He is also author of a book, 
“The Struggle Everlasting,” originally 
published in 1908, and which has gone 
through several editions. 




















2 





THE EASTERN UNDERWRITER 





October 20, 1922 





President Crocker 
Off on Western Trip 


CLEVELAND MEETING THURSDAY 


All Agents Connected With Ordinary 
and Weekly Premium Branches to 
Meet President 


Following the delivery of an address 
before students in the new insurance 
course of Boston University, his topic 
being “The Mission of University in 
Relation to Life Insurance Study,” Wal- 
ton L. Crocker, president of the John 
Hancock, left Boston October 17 for a 


month’s tour of the company’s Western 
agencies. With him were E. H. Brock, 
vice-president; I. Haines, associate med- 
ical director, and H. G. Wischmeyer, 
superintendent of agencies. It is Presi- 
dent Crocker’s intention to meet per- 
sonally all the company’s agents con- 
nected with the Ordinary and Weekly 
Premium branches. 
Begins in Cleveland 

The first meeting was in Cleveland 
on Thursday, where a lunch was given 
to superintendents and agents connect- 
ed with the Weekly Premium depart- 
ment, and today a luncheon will be 
given to attaches of the general agency. 
Cincinnati will be the next stop; then, 
Dayton on October 23, and Indianapolis 
October 24. In the latter city will be a 
state agency dinner. 

Columbus, O., will be visited next and 
a luncheon will be given there on Thurs- 
day for the combined general agencies, 
this day being particularly appropriate 

as celebrating the seventieth birthday 
of General Agent Campbell. The next 
stop will be at Detroit, where there will 
be a dinner for the General Agency and 
a luncheon for the superintendents and 
agents in the Weekly Premium depart- 
ment. This program will then be re- 
peated on Saturday at Toledo. : 

From there the party will go to Chi- 
cago, where there will be a luncheon 
for the members of the General Agency 
on Monday, and on Tuesday a dinner 
for the Weekly Premium department. 
On Wednesday theve will be a luncheon 
for the General Agency at Peoria, and 
on Friday at St. Paul, Minn., there will 
be a combined luncheon for the entire 
agency force in Minnesota. 

The following Monday the party will 
make Des Moines, where a dinner will 
be given to the General Agency, and on 
Tuesday luncheon to the General 
Agency in Kansas City. On Wednesday 
there will be a luncheon at St. Louis 
for the General Agency and a dinner 
for the superintendents and agents of 
the Weekly Premium department. The 
next stop will be at Decatur, Ill, on Fri- 
day, Nov. 10. 

From there the party will go to Pitts- 
burgh, arriving on Saturday in time 
for a dinner to be given in the Weekly 
Premium department. On Monday there 
will be a luncheon for the General 
Agency. 

Tuesday, Nov. 14, the party will reach 
Huntington, W. Va., where there will 
be a combined luncheon for all the 
West Virginia agents. This will termi- 
nate the present trip, but later on Presi- 
dent Crocker will visit the remaining 
John Hancock agencies in the Eastern 
States. 





NEW WILMINGTON MANAGER 

John A. Stevenson, of Wilmington, 
has been appointed manager of the 
Fidelity Mutual for Delaware, effective 
October 2, 1922. 

J. H. Bream has been appointed man- 
ager for Central Iowa, with headquar- 
ters at Des Moines. 





L. W. EFFORD TO MARRY 

Lawrence W. Efford formerly an 
agent at Newark, N. J., for the Penn 
Mutual, now located in Richmond, Va., 
next month will marry Miss Rubye Vir- 
ginia Dudley of Norfolk. Mr. Efford is 
a son of John S. Efford, district man- 
ager at Farnham, Va., for the Mutual 
Life of New York. 


Distinguished Men 
At Duffield Lunch 


FUNCTION AT DOWNTOWN CLUB 


Samuel S. Dennis, President, Howard 
Savings Institution, Newark, Host 
at Pleasant Affair Here 


Edward D. Duffield, newly-elected 
president of The Prudential, was guest 
of honor at a luncheon on Wednesday 
attended by some of the most distin- 
guished figures in financial and life 
insurance circles. The lunch was at the 
Downtown Club on Pine street. The 
host was Samuel S. Dennis, president 


of the Howard Savings Institution of 
Newark. , Among those who attended 
were: 

Frederick Frelinghuysen, president 
Mutual Benefit Life; Charles A. Pea- 
body, president Mutual Life; William 
A. Day, president Equitable Life Assur- 
ance Society; James S. Alexander, pres- 
ident National Bank of Commerce; 
Howard Bayne, vice-president Columbia 
Trust Company; Wilbur S. Johnson, 
vice-president Prudential; George G. 
Frelinghuysen,  counsellor-at-law; te 
William Clark, president Clark Thread 
Company; James H. Perkins, president 
Warmers Loan & Trust Company; Wil- 
liam Woodward, president Hanover Na- 
tional Bank; James C. Colgate, presi- 
dent James C. Colgate & Co.; James O. 
H. Pitney, president Pitney, Hardin & 
Skinner; Charles L. Farrell, president 
National Newark & Essex Banking Com- 
pany; Peter Campbell, president Nairn 
Linoleum Company; C. Weston Bailey, 
president American Insurance Company; 
Wynant D. Vanderpool,  vice-presi- 
dent Howard Savings Institution; Alex- 
ander S. Ward, vice-president Howard 
Savings Institution; Samuel Rea, presi- 
dent Pennsylvania Railroad Company; 
Henry Tatnall, vice-president Pennsyl- 
vania Railroad Company; Willigm E. 








PROSPECTS 








We are giving them to our salesmen at the rate of 
40,000 PER YEAR 





Established 
1879 








We Help Our Salesmen 


BANKERS LIFE COMPANY 


Des Moines 





Geo. Kuhns 
President 








Knox, president Bowery Savings Bank; 
John J. Pulleyn, president Emigrant In- 
dustrial Savings Bank; Seward Prosser, 
president Bankers Trust Company; 
Chellis A. Austin, president Seaboard 
National Bank; C. M. Dutcher, president 
Greenwich Savings Bank. 

Also Uzal H. McCarter, president 
Fidelity-Union Trust Company; George 
D. Dixon, vice-president Pennsylvania 
Railroad Company; Edward W. Bok, 
editor Curtis Publishing Co.; Dwight W. 
Morrow, J. P. Morgan & Co.; Charles 
W. MeAlpin, McAlpin Estates; Rev. 
Howard Duffield, Dr. John Grier Hib- 
ben, president Princeton University; 
Robert H. McCarter, counsellor-at-law; 
Edwin W. Winter, Mutual Life; William 
B. Kinney, counsellor-at-law; A. L. Den- 
nis, Post & Flagg, Newark; J. Henry 
Bacheller, president Tronbound Trust 
Company; Wilson Farrand, head mas- 
ter, Newark Academy; Richard V. Lind- 


abury, counsel Prudential; Bayard 
Henry, Henry, Pepper & Bodine; C. 
Stuart Patterson, president Western 


Savings Fund Society; Harold Newman 
Marsh, counsellor-at-law, Washington; 
Oscar Ross Ewing, counsellor-at-law, 
Washington; James S. Dennis, coun- 
sellor-at-law, Washington. 
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T. LOUIS HANSEN, 
Vice-President 


Home Office - - - 








“Financial Status Unsurpassed” 


says The Insurance Almanac in its review of the prog- 
ress and activities of THE GUARDIAN LIFE. 


The same thing could be said for the service which 
this Company renders to its field force and policyhold- 
THE GUARDIAN’S broad, progressive program 
of Agency Co-operation and Service to Policyholders 


is unsurpassed by any other company, and equalled 


If you want to know the whole story of what this 
Company is doing for its field force, address: 


or GEORGE L. HUNT, 


The Guardian Life Insurance 
Company of America 


Established 1860 under the Laws of the State of New York 





Supt. of Agencies 


50 Union Square, New York 























E. W. KOPF’S LECTURES 





Assistant Statistician of Metropolitan 
Life Lecturing at Columbia Uni- 
versity, New York 





Edwin W. Kopf, assistant statistician 
of Metropolitan Life, has joined the 
lecturing staff in the insurance course 
offered by Columbia University Exten- 
sion. His subject is insurance statis- 


tics, and is described by the university 
as follows: 


This course will serve as an intro. 
duction to the practical methods and 
to the concrete results of modern sta- 
tistics as applied to present day insur- 
ance’ problems. Ymphasis will be 
Placed on such methods and_ results 
as have been shown to be readily un- 
derstood and practically applied in ac- 
tual insurance work rather than on the 
purely theoretical aspects of statistics, 

Illustrations of method will cover 
such subjects as administrative control 
of office and field personnel; production 
of business ; study of operating econo- 
mies; discovery of new lines of insur- 
ance Coverage and improvement of old 
ones; collection and interpretation of 
hazard data and risk classification; the 
need, value and results of preventive 
work; insurance as investment banking, 
with special emphasis on life and cas- 
ualty lines ; expense burden; official 
regulation and investigation of insur- 
ance; taxation; data for business con- 
ferences. These illustrations will also 
cover the range of practical statistical 
operations, including a review of sta- 
tistical service in modern insurance in- 
stitutions, methods of schedule and 
form drafting, collection of internal and 
external data, yearbook construction, 
schedule editing, classification, tabula 
tion, report planning and preparation 
of statistical publications, graphs and 
exhibits, elementary analytical methods, 
and the actual use of finished results 
in administration, publicity, legislation 
and public relations work of the com- 
panies. 

‘ The course should be useful to execu- 
tive assistants, accountants, actuarial 
assistants, agency supervisors, public- 
ity representatives, bond and_ invest: 
ment workers, insurance examiners, and 
employes of insurance yearbook and in- 
surance periodical establishments. 





IRREGULAR PREMIUMS 





Now Allowed Under Retirement Ar: 
nuities of Equitable Life As- 
surance Society ~ 





Heretofore, the issuance of Retire- 
ment Annuities with irregular premiums 
has not been permitted by the Equit- 
able Society where the subsequent regu: 
lar premiums would thereby become 
payable on some other date than the 
anniversary of the original register 
date. 

Hereafter the same rules regarding 
irregular premiums will be applied ut- 
der the Retirement Annuity as undef 
the regular life insurance policies. 
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Agent Hirschfeld To 
Address Underwriters 


ONCE POOR EMIGRANT BOY 








Got Education in Public Libraries at 
Night; Writes Nearly $2,000,000 
in Two Years 


Isadore Hirschfeld, xf the West Side 
agency of the Equitable—Sixth Avenue 
office—is to be the principal speaker at 
the November meeting of the Life Un- 
derwriters Association of’ New York. It 
is quite a tribute to him a«* he has 
been in the business only two years. 
The association, on the other hand, un- 
der the direction of President George 
A. Smith, is out to make the meetings 
possess a dollars and cents value, and 
the November meeting will be devoted 
to salesmanship, just as the Octobé- 
meeting was when a splendid talk was 
made by Manager Hall, of Hall & Mc- 
Namara, Penn Mutual, who gave an in- 
tensely valuable talk on income. Mr. 
Hirschfeld is to be followed by Dr. 
Griffin M. Lovelace, director of the life 
insurance school of New York Univer- 
sity, who will lead the discussion. 

Was Russian Emigrant 

Mr. Hirschfeld has written nearly 
$2,000,000 in the two years he has been 
in the business. He came over here 
from Riga, Russia, when a boy of six- 
teen, and the education he got was 
what he picked up. He spent most of 
his evenings in the public library, learn- 
ing English and facts about the United 
States, its history and its resources, 

“It is a great handicap to be poor,” 
he said to The Eastern Underwriter, 
“and poverty puts many a man in a 
rut. He is discouraged and becomes 
resigned. He sees men all about him 
with fine educational equipment going 
ahead, and he has to take the first job 
that he can get. And, yet, poverty is 
also an incentive. One has to work 
hard and take advantage of, opportuni- 
ties to get ahead, and if you don't 
want to stay in a rut early poverty in 
the long run may be a blessing instead 
of a handicap.” 

Hirschfeld’s first job was a $3 a 
week errand boy. His boss was his 
uncle, a manufacturer of women’s belts. 
Finally, he became a galesman, having 
seventen states, but the business failed 
and in looking for something else he 
was attracted to life insurance. 

Hirschfeld thinks that it is a great 
profession if one is lucky enough to 
get with the right trainer at the start. 
He takes off his hat to Manager Harris, 
of the West Side office of the Equitable, 
who taught him a lot. 

Although he has made a success in 
selling insurance—all kinds as well as 
life—he is by no means content to rest 
upon the knowledge he has acquired, 
but is constantly striving for more. He 
attends all meetings that he can, and 
realizes that the better he is posted 
about life insurance the quicker he will 
zo ahead. Incidentally, he continues to 
study American conditions, and places 
fealty to the United States above every- 
thing else. He finds an analogy be- 
tween life insurance and love of 
country. 

“When I see the American flag,” he 
said, “I appreciate what it stands for— 
what is back of it. The flag is the sym- 
bol of the country. In life insurance 
the policy is the symbol of the com- 
pany. It is a piece of paper the same 
as the flag is in.a narrow sense only a 
piece of cloth. Behind the policy are 
the resources and spirit of the greatest 
country, and it is highly stimulating to 
a man with imagination.” 





BOOK FOR FRATERNALS 
W. B. Kieft, actuary, has written a 
booklet entitled “What is Stronger 
Than the Strongest Old Line Life In- 
surance Company,” for the use of ade- 
quate-rate societies in competition with 
old-line companies, 








“—-MY SON JOHN.” 


E are informed he went to bed with his stock- 





ings on. Since he, also, wore one of his shoes, 
a \ | at 


AZO though he had taken off the other one, we 
infer that he was a pretty careless sort of boy. 

As a matter of fact most boys are careless. Left 
to themselves they drift into bed and into other things 
in a very haphazard way. It is the duty of fathers and 
mothers to set them straight and keep them straight. 
“f they are to become useful men they must be kept 
o.t of bad habits. 

And a good way to keep them out of bad habits is 
to get them into good habits. Boys, for instance, are 
just as careless about money as they are about clothes. 
They throw it around and drop it very much as they 
do their garments. But if they are told of Endowment 
Life Insurance and its future opportunities, they can 
be made to think. Once shey have accepted its mission, 
they soon learn that the dollars they pay in are not 
frittered away, that they go to work, that they earn. 
And when the time comes for the need of these dollars 


they are on hand and with compound interest. 


The Prudential 


Insurance Company of America 
Incorporated under the laws of the State of New Jersey, 


EDWARD D. DUFFIELD, President 





Home Office, Newark, New Jerseys 








Lincoln National 
Contract Changes 
WOMEN GET INCOME DISABILITY 





Reduce Eight. Months’ Total and Per- 
manent Disability Probation to 
Month; Other Changes 





The Lincoln National Life announces 
a number of changes in its contracts. 
They are described in this way: 


In the first piace, the war clause has 
been withdrawn. The policy is now 
free from restrictions as to military and 
naval service, except as applying in dis- 
ability and double indemnity. The in- 


contestability clause has also again been 
included. 


Income Disability for Women 


Income disability is now granted to 
single self-supporting women regularly 
employed at desirable occupations. The 
disability provision ceases upon mar- 
riage, though not, of course, if the claim 
is actually being paid at the time. 

The eight months total and perma- 
nent disability probation period has 
been reduced to ninety days. Hereto- 
fore, in such cases the disability must 
have existed at least sixty days before 
proofs could be submitted and the first 
payment was not made until six months 
after due proof had been received. 
Under the new form disability must 
have existed for ninety days at least, 
but upon due proof being received pre- 
miums are Waived and the first payment 
is made immediately. 


The loan deferment period has been 
cut in half. The new clause reads, “The 
company shall have the right to defer 
payment of cash value or the making 
of the loan (unless for the purpose of 
paying renewal premiums on policies in 
this company) for a period not exceed- 
ing ninety days.” This provision is a 
safeguard thrown out which operates in 
the same manner a savings bank pro- 
tects itself against a “run” on its de- 
posits, and the ninety day period is the 
time limit used by most of the large 
insurance companies. 

Frequently you are asked if an Ordi- 
nary Life Policy can be later changed 
to, say a Twenty Pay Life. The answer 
has been yes and the company has car- 
ried out this practice. But in the new 
policies a clause has been inserted set- 
ting down in black and white the policy- 
holder’s right to the provision govern- 
ing this “Change of Form.” 

Excess Interest Earnings 

The excess interest earnings pro- 
vision appears in the new policy. An 
explanation of this great liberalizing 
feature and its sales-assisting value to 
Lincoln Life men will be found in the 
April issue of ‘The Emancipator.” 

Changes have also been made in the 
Installment Settlement Options. In the 
case of the first option, instalments may 
now be made payable annually, semi- 
annually, quarterly or monthly for a 
term of years running from one to 
thirty, a decidedly more liberal plan 
than the former one which provided for 
only annual and monthly payments for 
a term of years from five to twenty-five. 
In case of the second option, the ten 
years certain and the fifteen years cer- 
tain periods have heen added to the 
twenty years certain contained in the 
old form giving a choice of three differ- 
ent periods for which payments will be 
guaranteed. 





NEW AGENCY UPTOWN 
Another agency has been opened in 
the Forty-second street district, this one 
being of the Equitable Life Assurance 
Society in the Knickerbocker Building 
(formerly Knickerbocker Hotel), in 
charge of Nathan Levitt, working in 
conjunction with A. A. Harris, manager 
of the West Side branch of the Equit- 
able Society. Mr. Levitt has been with 
the Equitable for seven years, and got 

his training under Mr. Harris. 
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SOME EQUITABLE FACTS 


4 
The Equitable has faithfully served the public for over sixty-two years. 
: | It is one of the largest and strongest financial organizations in the world. 
lt is a great human welfare institution with a membership of nearly a 
Hion thrifty, far-sighted persons banded together for mutual protec- 
tron, whose combined insurance ageuregates $2,817,970, 732. 
lly assets are safely and profitably invested, and its large Surplus Re- 
serves guarantee its stability regardless of financial conditions. 
| It paid to Policyholders and Beneficiaries $83,678,764 in 1921. Its Total 
Payments to Policyholders and Beneficiaries since organization total 
$1,458,653,991. 
In 1921 it paid 8,919 Domestic Death claims. Of these, 8,804 (or 98.7% ) 
were paid within one day after receipt of due proof of death. 
Its Mortality Rate for the year 1921 was the lowest in the history of the 
Society. 
Its Refunds (Dividends) to Policyholders in 1921 were $18,745,639, and 
it has set aside $26,148,772 to pay the Refunds due in 1922. 


It was the first company to make policies incontestable after one year. 


It was the first company to demonstrate that a policy could be paid as 
promptly as a bank draft. 


It was the first company to insure large numbers of employes in a body 
on the Group Insurance plan, with scientific medical inspection substi- 
tuted for personal medical examination. 


It has devised the Home Purchase Plan of insurance whereby a man of 
moderate means can own his own home and pay for it conveniently 
whether he lives or dies. 


It has developed a programme for the education and training of its 
agents in the principles of life insurance and in modern salesmanship. 


It maintains at its Home Office an Inheritance Tax and Business Insur- 
ance Bureau for the benefit of the insuring public. 


Its policies are liberal, clear and comprehensive, readily adaptable to 
the diversified needs of the insuring public. 


THE EQUITABLE 
LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 
120 Broadway, New York 
W. A. DAY, President 
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Companies Divided 
On Cash Value of Call 


DEPENDS ON TYPE OF AGENT 





What Companies Have to Say on Sub- 
ject; Some Not Interested in 
Measuring Rods 





How many calls does an agent have 
to make to earn $100 commissions? 
This is a question which has attracted 
some attention lately, ‘but on which no 
two insurance men seem to be in agree- 
ment. At the conventions at Toronto 
and Milwaukee Winslow Russell, vice- 
president of the Phoenix Mutual Life, 
said that it takes sixty-three calls to 
make $100. 

R. W. Stevens, vice-president of the 
Illinois Life, says to The Eastern Un- 
derwriter this week: 

“It has been several years since we 
made the tabulation. Our investigation 
covered the work of twenty-five agents, 
each of whom gave us an accurate 
record of his calls over twenty working 
days. The largest number of calls made 
by any man was 136, the lowest 7. The 
total number of cails made was 1,870, 
making an average of 74 plus. On the 
basis of the commissions earned we 
found the average value of each call 
was $3.55, which meant that to earn 
$100 in commissions 28 and a fraction 
calls were required.” 

Views of New York Life Man 

L. Seton Lindsay, superintendent of 
agencies of the New York Life, and one 
of the large number of men in the busi- 
ness who think it extremely difficult to 
make figures of this type scientific and 
authoritative because life insurance 
agents work along such different lines, 
said: 

“We have not attempted in the New 
York Life to find out how many calls 
our agents make which do not result in 
applications, not because the informa- 
tion is of no interest, but because it 
would be so diflicuit to get an accurate 
statement. Some agents never call on 
a man without ascertaining over the 
’phone whether he is likely to be in, 
some do not even call without a definite 
appointment, others employ a system 
of cold canvassing and make as high as 
thirty or forty calls a day. 

“It seems to me that it is a matter 
of method. Agents writing large appli- 
cations find that it pays best to organize 
their work in such a way as to obviate 
calls on people who are out, or who are 
not interested, whereas among agents 
writing smaller policies, many have 
found that it pays better to see a great 
number of people and depend on the 
first interview for closing. 

“After all, can we not make the mis- 
take of trying to standardize selling 
too much? It has always seemed to me 
that selling life insurance is an ‘art,’ 
and not a ‘mechanical problem.’ True 
there are certain things that may be 
considered the ground work and should 
be understood by all, but after that 
agents’ methods are bound to vary, and 
it might be just as disastrous to one 
man’s success to insist that he must 
only see people after having prepared 
the way with an introduction, or some 
other method of eliminating wasted 
time in fruitless calls, as it would be 
to insist that the big writer, who is 
accustomed to dealing with big men, 
should change his system and go to cold 
canvassing from office to office.” 

What Emmet C. May Says 


Emmet C. May, president: of the Pe- 
oria Life, said tq The Eastern Under- 
writer: 

“Our men are taught to close very 
largely on first interview, and whether 
they do or not there are not very many 
Interviews of our agents before the 
prospect is closed or given up. Of 
course, there is a difference in men; 
some men have to sell by having sev- 
eral interviews, but the real life insur- 
ance man that is making records in the 
country today is selling very largely on 
first interviews. We have kept some 
records on our men’s results from their 
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Provident Endowments protect against the Economic Loss caused 
by the Termination of an insured’s Producing Power through Death or 
Old Age. The new Disability Clause adds protection when the Produc- 
ing Power is terminated prematurely through Total and Permanent 
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calls and records which we kept at one 
time for a_ period of three months 
showed a little better than one sale out 
of every five calls. In fact, it was one- 
fourth sales from calls with the average 
sale of $2,000, so you can see from that 
record it would take twelve to fifteen 
calls to make $100 in commissions. I 
am not saying that this is a rule or that 
that is a correct statement of what is 
going on in the United Scates, but [ am 
just saying this from our own experi- 
ence.” 

Quote from the “Prudential 

Record” 

In a recent issue of the ‘Prudential 
Weekly Record” the following state- 
ment was made by a representative: 

“Late in the year 1909 I determined 
to apply to my own work the plan of 
keeping systematic track of the value 
of each call that I made—that is, of 
d'viding the commission by the num- 
ber of calls. 

“The idea had been mentioned in one 


Weekly 


of the insurance journals, and made its 
appeal because my soliciting had been 
more or less ‘hit or-miss,’ and IT had no 
detailed knowledge of the value of my 
time and the profit from my work. 
Some months were good, some bad, and 
I experienced the usual discourage- 
ments and elations that come to all 
life men. 

“On January 1, 1910, however, I start- 
ed my system, and one of the chief 
points of interest in connection with 
it is the fact that it has kept up with- 
out-a break ever since. We have had 
good times, fair times and poor times 
during the past ten years, and, there- 
fore, a reliable average has been estab- 
lished. Not a day has passed in this 
period without its record of persons in- 
terviewed; and as each month closed 
the commissions earned had _ been 
divided by the number of interviews. 

“At the end of only one year I hed a 
fair idea of the rewards of my work— 
the value of a call. At the end of five 








the New York Life. He’ll tell you. 
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CAN YOU PAY YOUR DEBTS? 


OR the average man and woman life is chiefly made up of the 
®) business of living. In that process people assume all sorts of obli- 

gations—they must—which are as real as business paper and 
must be met as promptly. Default in either case is disastrous; the de- 
faulting business man ceases to have credit and goes out of business; 
the social or moral or political defaulter just disappears. Few realize 
that being born puts us in debt. No fault of ours, but a fact. Dame 
Nature issues our paper as soon as we utter that first cry. No wonder 
it is a cry of fear. That paper really constitutes a more serious obliga- 
tion than any other promise to pay we ever issue. 


It has no specific due date. 


But it will certainly mature; it will not be forgotten or lost or de- 
stroyed by fire, nor will it be forgiven. It may mature to-morrow, it may 
not matiuie in forty years. The average man has to shake himself to- 
gether to realize that any such obligation exists. 
Who paid for your upbringing? Did you? Who paid for your educa- 
tion? Did you? Possibly in part if you worked your way through col- 
lege. But having graduated from college or elsewhere you (the average 
boy) go to work. Now, perhaps, you break even; you do not yet begin 
to repay what you owe; you can’t. Then you start in business. Obliga- 
tions rapidly multiply; you begin to understand what a dollar means 
and especially you learn that you must pay your debts. Then (if you 
are so fortunate) you marry and then again, perhaps, children come. 
Obligation now piles on obligation. No one can properly meet those 
obligations but you. Suppose you die one fine day. Then your family 
will discover the due date of your paper. 


It will all mature at that moment. 


Have you made provision for that? Can your estate pay up? If 
not, who will pay? Somebody must. It’s the law. If you don’t know 
who will pay and what form that payment may take, ask any agent of 


DARWIN P. KINGSLEY, President. 


Think a moment! 














years this value was established almost 
beyond question of doubt, and at the 
end of ten years it is a dead certainty. 
In the future it probably will not be 
less than the average for ten years, and 
it may be more, because of the greater 
ease with which insurance is written. 


Total insurance written. ..$4,634,595.80 


No. of calls, ten-year period 17,414 
Applications taken ....... 1,185 
Total premiums .......... $155,595.80 
Total commissions earned. $73,537.24 
Number of working days.. 2,687 
Av. value of a working day $27.36 
Av. value of each call..... $4.22 


“My personal record of ten years’ 
work is not great enough in volume to 
be proud of, nor small enough to be 
ashamed of. Many men who have given 
their time uninterruptedly to selling life 
insurance have exceeded it. 

“With the knowledge that every call 
I make has an average value of $4.22, I 
can truthfully say now that the writing 
of an application is merely an incident 
in the day’s work. I know that the call 
is the thing of importance, the applica- 
tion being a secondary result that will 
follow as surely as day follows night.” 

One of the most important men in 
the business and a man who has very 
clear-cut opinions, does not believe it 
takes a large number of calls to make 
$100 except in the case of younger and 
untrained men who have not cultivated 
concentration. He does not believe, 
neither does his company, that agents 
should be appointed except with ex- 
ceeding care. He also is not of the 
opinion that much can be accomplished 
through figures and ratios used as a 
measuring rod in this connection. 

In fact, after considerable investiga- 
tion, The Eastern Underwriter finds 
that company executives and agency 
managers held almost as many opinions 
on this subject as there are insurance 
offices. 





INSURANCE COVERS LOANS 
One Good Talking Point Used in Sell- 
ing Farmers in West- 
ern County 





Just now, debt insurance, mortgage 
insurance, creating a permanent estate 
instead of real estate, are subjects of 
vital interest to the farmer who has 
hit the stone wall in recent years, says 
P. A. DeLange, of Sioux Falls, S. D., 
Guardian Life. The arguments and fig- 
ures we can present to him at this time 
are almost unlimited, and the country 
agent who fails in following up his new 
avenue is losing the cream of the far- 
mer’s business. Never in my experi- 
ence were the dirt farmers so sick of 
dirt-investments as they are now, and 
a definite insurance estate can be fea- 
tured now to good advantage. Also 
thousands of farmers have borrowed 
the limit on their policies. A big per- 
centage of these loans will not be re- 
paid for some time to come. Sell him 
additional insurance to cover the loans. 
The country agent could easily select 
a list of policyholders from the manager 
who made loans and sell them an addi- 
tional thousand or two, pointing out 
the advantage in taking more insurance 
now for future emergencies, 





AUTHORIZE NEW LOANS 

New loans on bonds and mortgages 
amounting to over $4.509,000 have been 
authorized by the Metropolitan Life. Of 
this amount about $800.000 will be 
loaned for building new houses for 
some 252 families, $200,000 on buildings 
already erected, and about $2 400,000 
on buildings for business purposes. Thg 
loans on buildings are scattered over 
the states of Ohio, Michigan, Wiscon- 
sin, Minnesota, Illinois, Nebraska, Iowa, 
Indiana, North Carolina, South Caro- 
lina, Georgia, Tennessee and Kentucky. 
The housing loans include 20 dwellings 
in Los Angeles while one loan of $1,- 
000 000 is on an office building in New 
York. An amount of $1,000,000 made 
in farm loans is placed in Tlowa, In- 
diana, Alabama, Missouri, Oklahoma, 
South Dakota, Tennessee, Illinois and 
Georgia. 
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Successful Meetings 
Of Connecticut Mutual 


GATHER AT THREE PLACES 


President Robinson Pays High Tribute 
to Field Personnel of Company; 
Subjects Discussed 


The September sectional meetings of 
the Connecticut Mutual Life held at 
Spring Lake, N. J., Green Lake, Wis., 
and Estes Park, Colo., were attended in 
all by nearly 500 salesmen and guests, 
and were enthusiastic. These are some 
of the subjects discussed: 

Building personality; what consecu- 
tive weekly production has done for 
me; the use of blueprint charts; selling 
for a specific purpose; specialization in 
life insurance; insurance as a vocation; 
how most difficult cases were closed; 
self management; disability and double 
indemnity; what’s wrong with income 
insurance; budgeting for life insurance; 
selling the farmer; the human interest 
appeal in life insurance. 

The president in his address said in 
part: 


We are in the business of offering to insure 
those who are reasonably entitled to be insured 
and urging them to take, in their own interests, 
our contracts. And it is to you men and your 
associates in the field that the Company must 
entrust, and does gladly entrust, its welfare in 
that respect. You have justified, and are con 
tinuing to justify, that trust in a splendid way 
in your general selection of risks. We cer 
tainly do not desire to decline applications, and 
mean to do so only when a careful weighing of 
all the facts that it is practicable to obtain in 
any given case seem to make such a step 
necessary. 

The Connecticut Mutual’s field organization is 
one in whose personnel and accomplishments, I 
submit, we may all take proper pride. It is not 
merely volume of business that counts in prov- 
ing that a company has a capable field organiza 
tion, though plenty of business is an excellent 
thing for all of us. But it is the character of a 
company’s representatives, and their spirit, and 
neem and industry, and ideals, and good pur- 
poses that are the chief factors. Furthermore, 
although I dare say 1 am somewhat .prejudiced, 
I feel that the Connecticut Mutual is very 
fortunate in having, to put it mildly, sa | 
capable agency officials as it has and such a body 
of very high-grade fieldmen as it possesses in its 
General Agents and in the members, present and 
rospective, of its 520.200 and $100,000 Clubs. 
You Club men and Club women who are here 
are present by reason of the fact that you have 
attained a certain eminence. You have attained 
it, not by luck (unless in some rare case) but 
by good work; by hard, intelligent work. Per 
haps the Company’s Educational Course has been 
partly or largely responsible for the success that 
some of you have had. In any event, I feel 
that any man or woman who thoroughly digests 
that excellent Course and remembers everything 
that is in it and passes all the examinations 
(which the President has never done and prob- 
ably never could do) ought to be able to write 
the most obtuse prospect. But, whatever the 
reason, the fact remains that the Field force of 
the Connecticut Mutual is writing a very good 
business. Up to the first of this month new 
business issued so far this year has amounted to 
$53,322,180 as against $48,794,514 for the cor- 
responding period of the preceding year. * * * 

On the whole, and looking at business condi- 
tions generally, may we not all properly feel 
convinced that ultimately economic laws will 
assert themselves in most of our troubles, and 
that common sense and character will win? 
May I suggest, if it does not seem too much 
like preaching, that the country and the world 
today need not so much merely physical settle- 
ments of industrial and political controversies, 
and a lot of new laws and written agreements, 
but rather an improvement, which I believe is 
coming slowly but surely, in our confidence in 
and consideration for the other fellow; that we 
need, as far as it may be subject to accomplish- 
ment, an elimination of class feeling; an elimi- 
nation of national grudges and jealousies, with 
due regard, however, to proper protection 
against Teapetie methods and future wars; and a 
development of a spirit of reasonable and sin- 
cere co-operation between individuals, between 
groups a individuals, and between nations. 

The underlying American spirit, if I mistake 
not, is a spirit of tolerance, progress, service, 

“hard work, vision and optimism ;—and, if I am 
right in that surmise, is it not well to hope and 
believe that that sort of spirit will in the long 
un prevail over all this globe? 

The work you Fieldmen and we Home Office 
men have before us is, in a large sense, public 
work. It is beneficent in its character—it is 
calculated to — wy _prospects with unselfish, 
thrifty ideas—and it is certainly chock full of 
human interest. It is work that offers an end- 
less field for ingenuity and for the use of such 
brains as we have. 


The Connecticut Mutual has made splendid 
strides in the last few years, due in very large 
measure to the fine work of its Fieldmen. The 
Company has before it a great future. It is our 
privilege, yours and mine, to help to the very 
best of our ability in forwarding the interests 
of this Company. And may I suggest that, to 
that end, our spirit should be the American 
spirit to which I have referred: namely, a spirit 
of tolerance, progress, service, hard work, vision 
and optimism. 


RELIANCE MEETING 

The Reliance Life entertained the 
agents of the Western Pennsylvania 
und West Virginia departments at the 
Summit House, Uniontown, last Wed- 
nesday and Thursday. The meeting was 
attended by the following home office 
officials and employes: H. G. Scott, 
vice-president; E. G. McCormick, gen- 
eral manager; W. L. Wilhoite, super- 
intendent of agencies; Dr. O. M. Eakin, 
medical director; L. P. Gregory and J. 
N. Jamison, assistant secretaries; W. 
J. Snodgrass, assistant treasurer; J. H. 
Layton, agency auditor; C. A. Richard- 


son, auditor, and E. C. Hagen. In addi- * 


tion to Supervisor H. H. Hutton of the 
West Virginia department, and S. T. 
Whatley, of the Western Pennsylvania 
department, the following field men and 
their wives took part and enjoyed the 
outing: Mr. and Mrs. P. F. Sheedy, 
Mr. and Mrs. EK. J. Schellentrager, Mr. 
and Mrs. Frank J. Trammell, Mr. and 
Mrs. Albert Snedeker, Mr. and Mrs. 
Saul Alexandre, Mr. and Mrs. J. A. 
Quinn, Mr. and Mrs. N. T. Ninness, Mr. 
and Mrs. C. H. Weaver, Mr. and Mrs. 
Charles S. Black, Mr. and Mrs. H. C. 
Cozza, W. L. Phillips, S. M. Sexton, Pas- 
quale Giannatasio, L. E. Umstead, 
Harry Leyton, A. B. Faulkner, A. C. 
Burns, W. B. Daniels, L. L. Wilson, A. 
L. Austin, Grant Frey, S. A. Dies, M. I. 
Bernstein, Donald Herron, 








SAFE AND SECURE FOR 77 YEARS 


When the Mutual Benefit was organized in 1845, 
there were only a few Life Insurance Companies in the 
United States. 

Through the Wars, Panics and Epidemics of over 
three-quarters of a Century, it has always stood safe 


and secure as a foremost disciple of Pure Life Insurance. 


The Mutual Benefit Life 


Insurance Company 


Organized 1845 
Newark, New Jersey 




















“It ain’t the individual, nor the army as a whole, 
But the everlastin’ teamwork of every bloomin’ 
soul.” 


TEAMWORK is the spirit of the Union Central 
Life Insurance Company. Each individual agent 
knows that the Company is back of him, ready to 
encourage and urge him onward in his work. 


Indications of Company progress during the past 
year are the establishment of a Service Bureau—the 
adoption of new policy contracts—increased cash 
values—and an increase in the interest rate to 5 per 
cent on policy proceeds and on dividends left on 


deposit. 


Such progress gives two in one _ satisfaction— 
satisfaction to policy-holders—satisfaction to agents. 


You SERVE the Public 


The Union Central Life Insurance Company 

















You SERVE Yourself 
If You SERVE 





Cincinnati, Ohio 











| 





Octob: 





Diffic 


On 
consi 
meet! 
Hart! 
the k 
tion | 

ASi 
empl 
are 
selec 
the a 
is th 
that 
carry 
the « 
fered 
appli 
for li 
sider 
regal 
at be 
facto 
incor 
pers¢ 
vest 
cease 
the | 
sural 
erly 
purp 
taxe; 

Th 
earn 
plied 
impo 
cal e 
are } 
ing t 
ana 
of ir 
indic 
haza 
whic 
sura 
form 
assu 
of tk 
ble. 
Life 
B ay 
insu 
Lim: 
form 
to re 
B w 
earn 
Cn 
earn 
mor 
Apt 
that 
limi 
Dlic: 
the 
ance 


—— 























October 20, 1922 


THE EASTERN 


UNDERWRITER 











The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
Issues the best forms of policies of 
Life, Accident and Health Insurance 
Our Complete Protection Combination 
is the ideal form of insurance coverage 





to develop and hold theit business. 





Incorporated 18S: 
BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
W. D. WYMAN, President 


This Company has always pursued those policies in the conduct of its busi 
have given it a high reputation for stability and fair dealing. os 


Has always extended reasonable assistance and encouragement to its representatives 


Has always rendered the highest grade of service to its policyholders. 


WINFIELD S. WELD, Supt. of Agencies 








Ray D. Murphy Treats 
Aspects of Selection 


PAPER FOR 
Difficult for Companies to Use a Salary 
Gauge for Amount of 
Policy 
One of the papers which attracted 
considerable attention this week at the 
meeting of the Actuarial Society in 
Hartford was that of Ray D. Murphy, of 
the Equitable, treating aspects of selec- 

tion of risks. 

Aside from the general system to be 
employed in the selection of risks, there 
are particular questions bearing on 
selection which are also apt to engage 
the attention of actuaries. One of these 
is the amount of personal insurance 
that a given individual is entitled to 
carry on his life. Rough solutions of 
the question have sometimes been of- 
fered by stating the percentage of an 
applicant’s income that should be spent 
for life insurance. Leaving out of con- 
sideration the fact that information in 
regard to income is usually approximate 
at best, such a solution is not a satis- 
factory guide. In the first place a man’s 
income frequently consists of two parts, 
personal earnings and income from in- 
vestments. The first portion only will 
cease at the insured’s death and forms 
the basis for the great bulk of life in- 


HIS ACTUARIES 





surance. Investment income is  prop- 
erly applied to life insurance for the 
purpose of inheritance and_ transfer 


taxes. 

The maximum proportion of personal 
earnings or profits that should be ap- 
plied to life insurance is a matter of 
Importance in selection because medi- 
cal examinations and inspection reports 
are not complete protection in discover- 
ing the facts which affect the risk, and 
an application for an excessive amount 
ot Insurance must be considered as an 
indication of a possible undiscovered 
hazard. The proportion of such income 
which may properly be paid out in in- 
surance premiums depends upon the 
form of insurance. For example, let us 
assume that a company considers 15% 
of the income as the maximum applica- 
ble. _ Then if A applies for Ordinary 
Life insurance for such a maximum and 
B applies for the same face amount of 
insurance but wants part of it on the 
Limited Payment Life or Endowment 
form, it is evident that B is less likely 
to represent a bad risk than A, although 
B wishes to apply more than 15% of his 
earnings to life insurance. Or again, 
C may wish to use only 10% of his 
earnings to pay premiums and yet buy 
more insurance on the term plan than 
A purchased. It would, therefore, seem 
that a company adopting the policy of 
limiting the percentage of earnings ap- 
Plicable to life insurance should make 
the proviso that the amount of insur- 
ance will be limited to what the fixed 


a 


percentage will purchase on the Ordi- 
nary Life plan. 

This proviso may suggest that the 
amount of insurance could be fixed as 
a percentage of earnings. This is un- 
satisfactory, however, unless there is a 
gradation with age at issue. It we 
look upon personal insurance as _ in-- 
demnity for the present value of a Ccer- 
tain proportion of probable future earn- 
ings, it is evident that two men of equal 
earning capacity, one at age 40 and one 
at age 60, are not entitled to the same 
amount of insurance. It, therefore, ap- 
pears to the author that the former rule 
using Ordinary Lite premiums is to be 
preferred, particularly as the applicant 
himself will make his decision largely 
on the proportion of his income that he 
must pay tor protection. 

Doubt About Incomes 


It is not the present purpose to sug- 
gest a definite limit for general use. 
It may be well to mention again that 
it is usually impossible to be sure of 
what an applicant’s income is. Practice 
in passing upon such cases is required 
to develop judgment in coming to de- 
cisions on this point. An application 
for nearly the limit of insurance on a 
man who has no previous insurance 
would be more likely to represent ad- 
verse self-selection than an application 
for a small amount on the life of a man 
who already has the maximum but has 
acquired it over a long interval by fre- 
quent applications for relatively small 
amounts. Sometimes the details of the 
solicitation will apparently disclose that 
the agent was chiefly responsible for 
the desired over-insurance, but great 
stress cannot be placed safely on that 
argument, as it must be remembered 
that the applicant ai least consented to 
the transaction. 

When a company is handling a case 
of suspected excessive insurance, it is 
a common practice to limit the amount 
rather than to decline, if the suspicion 
of impairment is very doubtful. Cases 
where such a suspicion is fairly strong 
should be declined, because a limitation 
in amount will be no protection against 
probable excessive mortality on the 
amount granted. 

The similar question of proper maximum in- 
surance in favor of a business firm on the life 
of one of its officers or responsible employees 
is an even more difficult one. The contingency 
to be insured is the loss to the business that 
would probably be caused by the death of the 
insured. Even a thorough internal investiga- 
tion of the firm’s affairs would probably leave 
the company in considerable doubt on this 
point, and any such investigation is impractic- 
able. The insured may or may not be a man 
whom it would be difficult to replace, and this 
question must generally be left. undecided. With 
such a possibility, therefore, that the insurable 
interest may be weak, there is all the more 
reason to examine the available facts. carefully. 
The amount of insurance should be in keeping 
with the compensation the insured is_ receiving 
from the firm. A satisfactory rule might be to 
limit the insurance to, say, five times the an- 
nual compensation. The net worth and earn- 
ings of the concern will also furnish valuable 
information as to the propriety of. the amount. 
The most difficult ay of case is that of a 
concern in process of formation where almost 
no facts can be established. It might be said 
that the need for insurance on the life of the 














W. J. WILLIAMS, President 


More Than 11/4 Million Policies Now In Force 


Only four other life insurance companies in America have more policy contracts 
in force than this Company. A study of the following growth in ten years is invited: 


Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1922 
BURRE siscsases sath aueiwouseneees saewoncennawes $5,614,764 $10,279,663 $28,295,931 
Policies in Force .... <oé.,., ae 613,615 1,294,394 
Insurance im FOrce.......ccecssssseees yaankes $49,245,028 996,833 $265,197 ,626 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, West Virginia, 
Pennsylvania, Michigan, Illinois, Missouri. 


THE WESTERN AND SOUTHERN LIFE INS. CO. 


Organized February 23, 1888 





CINCINNATI, OHIO 

















Principal man is then greatest, but conservative 
action is necessary in many cases to avoid the 
effect of adverse selection, not only at issuance 
but with regard to the renewal of the policy in 
case the promotion of the company is unsuc- 
cessful. The propability of adverse selection on 
renewals is inherent in all business insurance 
because of the cases where the insurable in- 
terest will cease to exist on account of the 
discontinuance of the insured’s business con- 
nection. 

Indorsements in Favor of Institutions 

Another type of insurance that presents a 
peculiar problem is endowment insurance taken 
out in favor of a religious, charitable, educa- 
tional, or fraternal institution on the lives of 
members. The purpose of the insurance is 
usually the raisiag of funds for endowment, or 
for repayment of a mortgage. In some cases 
it is desired to place the insurance on the lives 
of only a few members but for substantial 
amounts considerably in excess of any possible 
financial worth of the individuals to the insti- 
tution. Aside from any legal questions that 
might arise as to the validity of the insurance 
in a case of that character, the acceptance of 
such amounts seems to the author to be con- 
trary to sound underwriting principles. A large 
group of such lives should be expected to produce 
a mortality higher than normal, for it should be 
anticipated that in some instances it would not 
be overlooked that there would be an advantage 
to the institution in selecting the person or 
persons of poorest prospects of longevity who 
could sufficiently qualify to pass the medical 
examination. A proper rule would, therefore, 
seem to be to limit the insurance on any one 
life to the probable financial worth of that life 
to the institution. 

In the field of moral hazard an interesting 
question arises in cases where the applicant is 
adversely criticized because of his personal 
morals. In such a case the mortality may be 
expected to be unfavorable because of the pos- 
sibility of violence, increased exposure to dis 
ease, and the general tendency toward unfavor- 
able habits of life. I understand that most 
companies either decline such an application or 
issue a policy at standard rates if there is no 
other adverse feature. It is difficult to believe 
that, as a question of scientific underwriting, 
such a practice is correct if the company issues 
insurance at extra premiums. Probably some 
cases that are declined could be taken at sub- 
standard rates as far as mortality is concerned, 
though it would be extremely difficult to define 
the classes of risk. As a practical question, 
however, a company may wish to decline any 
case not Prt at standard rates because it 
believes that its good-will may suffer in the 
community by the acceptance of a man of gen- 
erally unenviable reputation. 

Such a question of policy is am important 
element in considering applications from men 
who are under indictment or whose business 


practices are severely criticized with apparent 
justice. A company may also feel that it is 
unwise to enter into business relations with a 
man of dishonest intentions. 


Maximum Acceptances at Each Age of 
Issue 


Another question regarding the general ac- 
ceptance of risks which many actuaries will be 
called upon to consider is the maximum limit of 
acceptance on any life at each age at issue. It 
is assumed for the purpose of this discussion 
that the acceptance limit is the amount that 
will be actually retained by the company. The 
starting point in the problem is naturally the 
determination of the greatest loss to which the 
company is willing to expose itself at any age. 
Not only will it be desirable to consider the 
effect on surplus of variations in the mortality 
experience from year to year under the pro- 
posed maximum, but it will also be found advis- 
able to consider the practical aspects of the 
problem. A company desiring to accept only 
what it will retain may feel it necessary in the 
interest of its agency force to adopt a somewhat 
more liberal maximum than a company which 
plans to accept additional amounts for reinsur- 
ance. the company is subject to the New 
York law, limiting the amount of new business, 
and feels that it may be able to reach its limit 
before the end of each calendar year, it may 
be influenced to set a conservative minimum on 
7. one life. 

aving arrived by such considerations at the 
maximum figure, the question arises whether 
that figure should apply to all ages at issue. If 
the company is poli and the limit correspond- 
ingly low, no modification with age at issue 
would probably be thought necessary. If, how- 
ever, the limit is a large amount of insurance, 
as in the case of the larger companies, modifica- 
tions appear advisable. Suppose, for example, 
that the limit is $150,000 pom | that the company 
insures applicants at ages 15 to 65 inclusive. It 
would undoubtedly refuse to insure any boy 
of 15 for such an amount, both because it 
would be practically impossible to have a boy 
presented who could establish an insurable in- 
terest of any such figure, and also because the 
habits of life which help to determine the na- 
ture of the risk have not been formed at that 
early age. It would, therefore, be preferable 
to determine what would be the greatest amount 
that would be acceptaed under the most favor- 
able circumstances, amd establish the maximum 
for age 15 for the guidance of the agency foree 
as well as the officers charged with the duty 
of selection. Similarly, maximum amounts should 
be determined for the other ages below that at 
which the company would be willing to issue 
the full maximum originally determined. 

At the older ages a large company will also 
probably wish to grade down its acceptance 


(Continued on page 9) 











sumed to be permanent. 





New Disability Clause 


Two years ago this Company devised a Disability pro- 
vision which was far in advance of any that had been previ- 
ously contained in a life insurance policy. We now announce 
a new. Disability provision. Its features are: 

Immediate beginning of a lifelong monthly income. 

When total and permanent disability has lasted five | 
years, the monthly payment will thereafter be increased 507%. 

When total and permanent disability has lasted ten 
years, the original monthly payment will be increased 100%. 

Total disability that has lasted three months will be as- 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 








Waiver of premium, of course, together with full annual 
dividends and a full annual increase in cash surrender value. 

As age increases, and the family income dwindles 
through diminishing resources, the disability income in- 
creases to meet the increased need of income. 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 
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General Agent William A. 

A Letter Davis, of Cleveland, Ohio, 

of John Hancock, tells of 

W. A. Davis his methods of “keeping 

up with the policyholder,” 

and encloses the letter which he makes 

a practice of sending to his policy- 

holders, notifying them of the change 
in their insurance ages. 

Mr. Davis says: “We send these let- 
ters out to all policyholders whose ages 
are changing, and then we divide up the 
names between our different agents and 
they follow up the letters. We are 
getting excellent results from this prac- 
tice.” 

The John Hancock “Signature” quotes 
the letter in full: 

Upon surviving the swing from both 
extremes of the financial pendulum 
most persons are taking a conservative 
inventory in some form. Seriously, do 
you wish to know how your dependents 
would be situated it deprived of your 
regular earnings? Apply the following 
test, be practical, let the other fellow 
do the wishing or hoping, and feel cer- 
tain that the idea may prove to be a 
blessing to those closest to you. 


My dependents require annually 
for support, 
Value of my property B2555 
Value of my securities er 
Value of my bank savings $.... 
Value of my life insurance $.... 
My total present estate ee 
Earning 10%, this estate would 
yield Sisk 
DEFICIT $.... 
Which deficit multiplied by ten 
represents additional life in- 
surance essential, 


Would it be worth 24%% annual in- 
terest to have this great financial insti- 
tution of ours guarantee the necessities 
of your family? 

Another important point—your insur- 
ance age changes THIS MONTH and 
should you delay the identical benefits 
will cost you $.... more for every thou- 
sand dollars of protection over the pol- 
icy term. 

The return of the enclosed appoint- 
ment card will enlist our co-operation. 


* * * 


You may think you can’t 


Have You secure five interviews a day 
Really for thirty days. Have you 
Tried? really tried? asked “The 


Prudential.” 

You may think you can’t secure an 
application for more than a thousand 
dollars in certain cases. Have you 
really tried? Remember, a thousand- 
dollar estate won't go very far these 
days. 

You may think it isn’t a good day to 
see Mr. Blank. Have you really tried? 

You may think you can’t collect the 
first premium in mosi cases. Have you 
really tried out the real value of the 
binding receipt? 

You may think you can’t 
Ordinary each week. 
tried? 

You may think you can’t secure an- 
other application from a good many you 
wrote last year. Have you really tried? 

A man doesn’t know what he can do 
until he really tries! 


produce 
Have you really 


* * * 


Though not new to 
many, the following 
plan, used by an agent 
of the Union Central, 
who has won noted 
success in getting the put-it-off on the 
dotted line, is worthy of repetition: 
When the prospect assures him that 
he will be ready to buy on a certain 
date, he says: ‘‘Now, don’t you think 
we had better make a memorandum cf 
that?” usually the prospect agrees. So 
the salesman writes on a piece of 


The Man Who 
Tries to Put 
You Off 


scratch paper the following statement: 
“T agree that on the 15th of September 
I will be in good health, and insurable.” 

Of course the prospect cannot guar- 
antee that he will be in good health— 
naturally he refuses to sign such an 
agreement. This gives the salesman 
prospect’s word that he cannot tell from 
the very lead he needs—he has the 
one day to the next whether or not he 
will be in good health—whether or not 
he will be a good risk. That brings the 
interview to a focus, and makes it easy 
for the salesman to close it right on the 
spot, because it concentrates the pros- 
pect’s mind on the danger pf delay. 

* * + 


One of the successful life 
Moves From insurance agents in New 
Hotel to York City, who is a bach- 
Hotel elor, lives in hotels. 
Every three months he 
moves to another hotel. He makes 
friends in the lobbies and has managed 
to write considerable business in this 
way. 
a+ * a” 
In talking Business Insurance 
This ©. L. Lewin, of Los Angeles 
May Lincoln National, says that he 
Help often tells the manager of a 
company: “You sign the notes 
for this concern. You place your family 
on the risk. You know that your stock- 
holders ought to be willing to protect 
your family.” For Partnership Insur- 
ance Lewin says that he asks each part- 
ner to protect against the fact that the 
brother of his partner’s wife may be a 
truck driver who imagines that he can 
run this particular line of business. 


WHAT TO READ 


A List Recommended to Agents by 
Union Central Life Insurance 
Company 
The latest list of What to Read is 
that of the Union Central which offers 
these suggestions to insurance agents: 
Stevenson, J. A..-Selling Life Insurance. 
Stevenson, J. A.--Meeting Objections. 
Strong, KE. K.—Psychology of Selling 

Life Insurance. 

Huebner, S. S.—Life Insurance. 

Alexander, William—-What Life Insur- 
ance Is and Does. 

Alexander, William 
Insurance, 

Alexander, William——The 
Agent. 

American Academy of Political and So- 
cial Science —- Modern - Insurance 
Problems. 

Lovelace, G. M. House of Protection. 

McFee, J. R.. Hidden Liabilities of 
Property Ownership. 

Dawson, M. M. -Practical Lessons in 
Actuarial Science. 
Forbes-Lindsay, C. H. A. 
surance. 
Gephart, W. F. 


How to Sell Life 


Prosperous 


Business In- 


Principles of Insurance. 


Hartford 
1846 


fillment of individual needs. 








THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


WHAT IS SERVICE? 


The progress of this Company for more than seventy- 
five years has been accomplished on the basis of true mutual- 
ity and the broad principle of the most complete and perfect 
life insurance protection possible. 

Through the medium of individual service of a high 
character, “Public Demand” has been interpreted as the ful- 


Connecticut Mutual life insurance protection is complete 
and satisfactory; specifically adapted to particular needs. 


Connecticut 


1922 











*Hawkins, N. A.—Selling Process. 
*Conyngton, T.—-Wills, Estates, Trusts. 

*The Selling Process and Wills, Es- 
tates and Trusts do not deal directly 
with life insurance. The first discusses 
salesmanship and the second transfer 
of estates. 

The Confederation Life of Canada 
makes these recommendations of books 
for agents: 

Forbes Lindsay 

Forbes Lindsay-—Efficiency. 

Forbes Lindsay—-Business Insurance. 

Norval A. Hawkins——Certain Success. 

William Alexander—-What Life Insur- 
ance Is and Does. 

Pickell-Plain Reasons. 

J. M. Langstaff--Life Insurance and 
How to Write It. 

Forbes Lindsay 
Sale. 

S. Huebner—Life Insurance. 

J. A. Stevenson—Selling Life Insur- 
ance, 

EK. K. Strong—Psychology of Selling 
Life Insurance. 

Pickell—Plain Hints. 

J. M. Lovelace—The House of Protec- 
tion. 

Norval A, 


Process, 


Practical Pointers. 


The Psychology of a 


Hawkins—-The = Selling 


WHEN WOODS CAME BACK 
An impromptu greeting of 175 appli- 
cations for $736,000 of insurance was 
given Kdward A. Woods on his return 
to Pittsburgh on October 3 after a short 
visit to HKurope. 





An unbiased and exceptionally strong 
endorsement on Business Insurance ap- 
pears in the August issue of the “In. 
surance Bulletin,’ published by the 














New England Mutual Life 
Insurance Company 


Boston, Massachusetts 





New Insurance Paid-for, 1921 
Gain in Insurance-in-Force ~~ - 
Total Insurance-in-Force’- - 





U. S. Chamber of Commerce. 


$82,072,020 
48,641,846 
- 609,415,082 





New England Agents Write Persistent Business 
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Life Insurance Day 
In Thrift Week 


PLANNED FOR NEXT JANUARY 
Committee Names Each Day for One 

Educational Subject; Life Under- 

writers Represented 

National Insurance Day will be Fri- 
day, January 19, a part of National 
Thrift Week, January 17-23, 1923, ac- 
cording to an announcement made by 
Adolph Lewisohn, chairman of the Na- 
tional Thrift Committee of the Y.M.C.A. 
Full particulars can be secured from 
any local Y.M.C.A. secretary, as_ this 
movement is fostered by the Y.M.C.A. 
in the various communities throughout 
the country. A conference of represen- 
tatives of the 42 national civic, educa- 
tional, religious and commercial organi- 
zations, including the National Associa- 
tion of Life Underwriters, that have en- 
dorsed the National Thrift Week move- 
ment, will be held soon to lay plans for 
this season’s work. Life insurance men 
are generally the most active members 
of the local Thrift Committees. Wins- 
low Russell and Edward A. Woods rep- 
resent the National Association of Life 
Underwriters on the National Thrift 
Committee. 

National Thrift Week always opens 
on Benjamin Franklin’s birthday, Janu- 
ary 17. The schedule of days for Janu- 
uary, 1923, are: 

Wednesday, 
Thrift Day. 

Thursday, January 18—Budget Day. 


Friday, January 19-—-Life Insurance 
Day. 


January 17-—National 


Saturday, January 20—Own Your 
Home Day. 

Sunday, January 21—Share With 
Others Day. 

Monday, January 22—Pay _ Bills 


Promptly Day. 

Tuesday, January 23 
Day. 

This national educational movement 
is based on the following 10 point finan- 
cial creed: 

Work and Earn, Make a_ Budget, 
Record Expenditures, Have a Bank Ac- 
count, Carry Life Insurance, Own Your 
Home, Make a Will, Invest in Safe Se 
curities, Pay Bills Promptly, Share 
With Others. 


Make a Will 





POLICY IN SPANISH 
The Kansas City Life has issued 4 
Spanish edition of one of its policies. 
M. B. Torres, of the New Mexico agency, 
did the translation. 
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Life Presidents To 
Meet December 7-8 


D. P. KINGSLEY WILL PRESIDE 


Big Theme is Treatment of “Waste” 
As Chief Obstacle to Complete 
Business Recovery 


The Association of Life Insurance 
Presidents is to have its annual con- 
vention at the Astor December 7-8. 

Darwin P. Kingsley, president of the 
New York Life, is to preside. This year 
the underlying theme of the convention 
will be, “Waste the Chief Obstacle to 
Complete Business Recovery.”  Com- 
panies throughout the country are pre- 
paring statistical surveys of their cur- 
rent activities, which, when compiled 
and presented at the convention, will 
show trends of the various departments 
ot life insurance interpreting present 
national economic 
surveys 


conditions. These 
include the amount of new in- 
surance being bought by the American 
people, the meeting of economic de- 
mands in the different sections of the 
country through the investment of in- 
surance funds, the attitude of policy- 
holders with respect to borrowing on 
their policies, as well as the mainte- 
nance of old insurance and the physical 
condition of the American people in 
1922, reflected in the current mortality 
experience of the companicg. 

In an announcement Manager George 
Wight, of the association, says: 


More than any previous year, 1922 emphasizes 
the cordial spirit existing between the various 
life insurance companies, disc losing an increé asing 
measure of co-operation in giving the institution 
its proper place in the mind of the country. Life 
insurance is making its practical visible contribu 
tion toward the consummation of general busi 
ness recovery. That its position is recognized 
outside of the home offices and policyholders is 
demonstrated by the fact that the United States 
Department of Commerce recently sought from 
the companies monthly statistics of new business 
for publication in Government reports. What 
the companies themselves have always known 
is now officially recognized, that life insuranee 
contributes directly to the stabilization of busi 
ness, habits of economy and preservation from 
individual misfortune, These reports of new 
business become the index therefore, to material 
and moral growth among the people. 


The spirit of the year’s progress will be re 
flected in the program of the Sixteenth Annual 
Convention of the Association of Life Insurance 
Presidents. The cumulative monthly _ statistics 
of new business show life insurance slowly but 
surely fighting its way to the high peak of 1920. 
Company managers are further studying the elim 
ination of waste effort in the production of new 
life insurance and in maintaining it on the books 
after it is written. To broaden the work of 
the Convention and give it a ge neral as well as 
a specific interest this year’s theme will be 
“Waste- the Chief Obstacle to Complete Busi 
ness Recovery.’ The discussion of life insur 
ance topies will aid and stimulate other lines of 
business activity and insurance will be benefited 
by discussions from prominent men potential in 
their own fields. 


Twenty years ago the investment side of life 
insurance was relatively of less general interest 


than the volume of business written. Today 
these investments not only indicate the stability 
of life insurance, but in addition are 


vitalizing 
factors in the nation’s material de velopment fur. 


nishing an ever present topic of intelligent inter- 


est, In measuring the country’s effort not only 
to return to normal conditions, but to surpass 
them. In agricultural deve lopme nt, in 


meeting 
housing needs, in helping to maintain and expand 
railroad systems, in contributing to the support 
of the Federal Government through large bond 
holdings and in other fields of service, life in 
surance is a commanding, component part of 
American progress. The trend of this year in 
these investments will be discussed at the 


. Con- 
vention. 


As life insurance investments have evolved 
from minor to general interest it requires no 
Prophet to project the idea that the current 
mortality statistics of the companies will some 
day be equally sought and widely utilized as a 
guide to the country’s health conditions Mor- 
tality statistics presented at last year’s Conven- 
tion depicted national health conditions, unre 
corded at the time by Governmental agencies but 
ater confirmed by State and Federal publica 
tions. This year’s mortality experience, almost 
to the time of the meeting, will be submitted 
with a discussion of its significance and the 
lessons to be drawn therefrom. 

Other national lines of activity, coming in 
contaet with different phases of life insurance, 
which will be represented on this year’s pro- 
gram, include the railroads, the universities and 
the institution of banking. Officials of State 
and Federal governments also have been invited 
to participate, 


Fellow Citizens 
Honor L, J. Dougherty 


GETS DINNER IN DAVENPORT 





Insurance Commissioner and Mayor 
Among the Talkers; Blackburn 
and Heartman Also Speak 





Davenport, Iowa, showed Lee J. 
Dougherty what it thought of him a few 
nights ago at a dinner given by 150 
of the most prominent men in the town, 
in honor of his recent election as presi- 
dent in the American Life Convention. 
One of the speakers said that Mr. 
Dougherty had given more of his time 
to public service in his own home town 
than any other man in Davenport. 

President Ed. Kaufman, of the Amer- 
ican Commercial & Savings Bank, of 
which institution Mr. Dougherty is a 
director, paid a high personal tribute to 
him as a friend and business associate. 

Insurance Commissioner Savage, of 
Iowa, praised the type of men now run- 
ning Iowa’s companies, and also had a 
good word to say for the Guaranty Life, 
of which Mr. Dougherty is manager. 

Thomas W. Blackburn, secretary of 
the American Life Convention, told 
what the members of the convention 
thought of Mr. Dougherty, and Roy H. 
Heartman, vice-president -of the Na- 
tional Association of Life Underwriters 
and manager in Iowa of the Equitable 
Life Assurance Society, made an elo- 
quent talk. The Mayor of the town also 
was present to add his words of praise. 

The toastmaster was Carl Le Buhn, 
manager of the Massachusetts Mutual 
Life. When Mr. Dougherty got up he 
said in part: 

“T don’t believe that there is any city 
in the world where there is more good- 
will and less of the small petty spirit 
that divides citizen from citizen than 
there is in this our home town, Daven- 
port. And that is the reason why we 
have been able to accomplish things 
that make Davenport an easy place to 
come to and a hard place to leave.” 





THE DEATH OF MRS. MAGINNIS 

The death last week of Mrs. J. C. 
Maginnis. wife of the president of the 
Eureka Life of Baltimore, was received 
with regret as her gentle, kindly man- 
ner had made for her many friends. 
Before her marriage Mrs. Maginnis was 
Miss Mary L. Tobin, of Philadelphia. 
Besides her husband, Mrs. Maginnis is 
survived by three daughters, Misses 
Bertha V., Catherine I. and Marie C. 
Maginnis, and three sons, Masters John 
C., Jr., Paul S. and James A. Maginnis; 
also five sisters, Misses Alice and Bea 
Tobin, Miss Gertrude Daugherty, of 
Philadelphia, and Mother Bertha and 
Sister Valeria, members of the Immacu- 
late Heart of Mary Order, also of Phila- 
nese 


MURPHY ON SELECTION 
(Continued from page 7) 


limit. A man at age 65 who applies for a very 
large amount of insurance is a questionable 
risk. His earning period in most cases is nearly 
over and the insurable interest has correspond 
ingly weakened. The fact that there is virtually 
no mortality profit at such ages arising from 
the use of the American Experience Table may 
also influence the company in this direction, 
although loadings and surplus distribution may 
be arranged to provide an ample_ margin for 
contingencies at the older ages. It may even 
be felt by the medical director that it is more 
difficult to distinguish between standard and 
sub-standard lives over age 60 than at earlier 
ages. Assuming that for these reasons a lower 
limit is decided upon for age 65, limits may 
be graded upward as the age at issue decreases 
until the highest age at which the full maximum 
applies is reached. 

Another point for consideration is whether 
such limits for the various ages at issue will be 
granted at one time, or only upon two or more 
applications spread over a year or some other 
interval. If the limits are large it seems a 
wise policy to provide that such a maximum 
may be obtained only after two examinations 
have been submitted with at least one year in- 
tervening. The company would thus be_ per- 
mitted to watch the progress of a risk for a 
time before granting its most favorable action. 
In view of the tendency toward high mortality 
among policyholders insured for large amounts 
such a precaution is advisable. If that action 








Organized 1871 


Capital rr” Surplus 
Insurance in Force............ ‘ 
Payments to Policyholders...... 
Total Payments to 









olicyholders since Organization.......... wigs dudes 
| JOHN G. WALKER, President 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1921: 
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Sigourney Mellor 
and Company 


NEW YORK 
21 East 40th Street 


PHILADELPHIA 
630 Widener Building 














is decided upon, an additional table of limits 
will be constructed to apply to applications 
submitted within one year’s time. Much the 
same considerations as those mentioned in con 
nection with the previous table may lead to a 
gradation at the younger and older ages at 
issue. 

{t will be appropriate to add that a company 
should not be willing to grant its respective 
limits to border-line risks, i. e., risks which 
are granted standard insurance with some doubt 
about the correctness of the approval. Under 
the methods of selection employed in many 
companies it would be difficult to lay down 
comprehensive instructions regarding limitations 
of this nature. Where the Numerical System 
is employed a very convenient method is avail 
able, as it is possible to distinguish between 
different classes of risks that are accepted stand 
ard, ables of lower limits may be prepared 
for cases in which the rating approaches the line 
between standard and sub-standard acceptance. 

Companies doing a sub-standard business will 
ordinarily wish to establish special tables of 
limits for that class of insurance. ‘The mor 
tality of such risks cannot in general be fore 
cast as accurately as the mortality of normal 
lives. The more severe the impairment, the 
more variation in mortality should a company 
expect, and consequently the more conservative 
should its limits weve A high limit might 
invite adverse self-selection of a more danger 
ous character than that experienced among lives 
which are apparently standard. A company 
may even wish to establish special low limits 
for a particular impairment if the mortality of 
that class is considered very doubtful, or if it 
is believed that the impairment may be_ of 
widely varying degrees of importance in differ- 
ent cases, opening the door to self-selection 
against which the medical examination is poor 
protection, 

-. 


The Columbian Mutual Life Assur- 
ance Society, a Mississippi fraternal, 
was admitted to Virginia last week. The 
society is the result of a merger of the 
Columbian Woodmen of Mississippi and 
the Eminent Household of Woodmen 
of Georgia. The latter concern was 
operating in Virginia prior to the mer- 
ger. 














HOME LIFE 


INSURANCE CO. 
NEW YORK 


WM. A. MARSHALL, 
President 





The 62nd Annua! Report shows: 
Premiums received during the 
year 1921 
Payments to * Policyhoiders “and 
dite, hysiteaiet, Bide 
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Insurance In Foroe...........++..$223,116,087 
Admitted ABBORS .cccccccccccccces 222,308 


96,990,547 
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For Aayency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway 


New Yerk 








Build Your Own Business 
under our direct general agency contract 
Our Policies provide for: 

Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pree’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 
Organized 1650 














George Washington 
Life Insurance 
Company 
Charleston, W. Va. 


Opportunity for definite territory 
in West Virginia, Ohio, Kentucky, 
Tennessee, Virginia, North Caro- 
lina, South Carolina, and Georgia. 


Address: 


ERNEST C. MILAIR 
Vice-President and Secretary 








CAPABLE POLICY- 
PLACERS 


Can always find « satisfactory opportunity 
for work with this pan mar in good ter- 
ritory—men who can collect the premiums 
as well ag write the applications. 

not make inquiry now? 


Union Mutual Life 


Insurance Company 
cae a MAINE 


ALBERT &.  AWDEL Supt. of Agencies 
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Erickson’s Convincing 
Sales Demonstration 


MAKING THE RIGHT APPEAL 





Shows in Conversational Way the Road 
to Take to Stir Emotions in Pros- 
pect Leading to Sale 





L. L. Erickson, agent at St. Paul, 
Minneapolis, for the Northwestern Mu- 
tual Life, and member of the Marathon 
Club, gave a convincing sales demon- 
stration talk before a recent conven- 
tion of the club in the form of a mono- 
logue. He interestingly carried through 
the message without the aid of an assis- 
tant and still gave the impression that 
he was in conversation with his pros- 
pect. Mr. Erickson’s talk is reproduced 
herewith: 

L. L. Erickson, St. Paul, Minn.: 
“e @ © Mr. Smith, I have been think- 
ing about what you told me the other 
day. I have been thinking about those 
kiddies. You know I think I can help 
you solve one or two of your problems. 
I know you are up against it in the way 
of feeling that you cannot buy life in- 
surance, with the high rents, and the 
price of clothing, and the price of meat, 
and the price of shoes; especially if 
they wear out shoe leather as fast as 
my two kiddies do, it is a pretty flerce 
proposition. Still you tell me you are 
able to lay aside a little bit each month. 
That's fine. I know that you also feel 
that you cannot lay aside that. sum and 
buy life insurance. But you know what 
I think you ought to do is to buy life 
insurance first, and by so doing you are 
also laying aside most of it after two 
years. You know that thousand dollar 
policy you have, that one you ‘took ten 
years ago, that 20 payment life you told 
me about the other day, that is worth 
$250 today; $250 you can lay your hand 
on in case of need. 

Don’t do it because I am telling you, 
but it is there, and it is backing you up. 
That has not been spent. It has been 
saved. What I am coming ‘to ds to get 
you to see that putting this small 
amount that you are able to lay aside 
each month into a bank and letting it 
stay there for a rainy day, is not the 
best way of conserving that which you 
have to lay aside. There is a bigger 
and better place to put it, and that is 
in life insurance. Now isn’t it a fact, 
Mr. Smith, that the two biggest things 
you have in your life now are your 
future and your family? If you are 
given a chance to live, you can take 
care of that family. Yow are getting 
enough now so that you are getting by 
and still have a little to lay aside. But 
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HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
Company issues all modern forms of policy contracts from BIRTH to @ years 


INDUSTRIAL POLICIES are in ae IMMEDIATE BENEFIT from date of issue 
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ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, and 


A HOME LIFE POLICY BRINGS 
PEACE OF MIND TO THE 
MAN WHO LOVES HIS FAMILY 








P. J. CUNNINGHAM, Vice-President 
JOHN J. GALLAGHER, Treasurer 


BE. BRYAN KYLE, Medical Director 
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just think if you should go, what about 
the wife? 

Look what she is up against to take 
care of those three little children. The 
only way that you can capitalize your 
future is to insure it. Absolutely there 
is no other way. I agree that you can- 
not insure your income of $150 a month 
to them. You cannot afford to do that. 
But you can assure them an income by 
insuring yourself. Now if you with 
$150 a month coming in regularly can- 
not afford to lay aside $10 a month of 
that for life insurance, counting the 
$1,000 that you have, how in the world 
can you expect your wife with those 
three little children to carry on the bur- 
den without that $150 a month? See 
the point? You know that $1,000 of life 
insurance that you bought ten years 
ago is just a death benefit fund for you. 
They won’t get anything out of that. 
That is just enough to put you under 
the sod these days. 

Now what have you got to do? This 
20 payment life policy you bought ten 
years ago is running about $25 a year, 
that leaves you $8 a month out of the 
$10 you are going to put aside—it is not 
much I know, but still it will surprise 
you what the Northwestern Mutual Life 
Insurance Co. will do for you and for 
those kids. If you can get by on the 
examination we will try to get for you 
$5,000 of life insurance. $5,000 for $95. 
We will have you get $2,500 of what 
we call straight life insurance, and 
$2,500 of temporary or option insurance. 
You don’t care what it is called. 

You want to know that there is $5,000 
insurance there if you die, don’t you? 
Yes. That is what you are interested 
in. Now the $2,500 of life insurance, 
ordinary life or straight life, works out 
just about the same as your 20 payment 
life excepting that there is no special 
time where it terminates. It has the 
cash values just the same as this other 
policy excepting that it is not as much. 
You have not paid in as much; natu- 
rally you cannot expect it to be as 
much, but after the second year it is 
there for you if you get up against it, 
just the same as this one was. The 
other $2,500 when years roll around you 
are allowed to change over to that same 
kind of plan. Now at the end of the 
year the dividends which our company 
pays will be enough so that you can 
change over that other $1,000 and have 


$3,500 of straight life, and the other 
$1,500 of option insurance. 

Then hope for a ray of sunshine as 
business gets better, and go and ask 
the old man for a raise, and the follow- 
ing year we are going to try to boost 
that all up so it is running on that plan; 
but now we want $5,000 of life insur- 
ance for those kiddies and the wife. I 
know you can't pay for all of it at one 
time. I know it; you cannot do that 
and get by. The check is not large 
enough. J am not going to ask you to 
do that. I am going to ask you if you 
in all sincerity cannot lay aside $23.20 
every three months. That is all it 
takes, $23.20 at your age, to get $5,000 
of protection for those kiddies of yours. 
Say, how long has it been since you 
were examined? Ten years ago? I 
don’t know whether I can get that for 
you or not. Haven't you had an exami- 
nation since that time? Why you don’t 
know whether you can get by or not; 
you think you can, but do you know? 
No, don’t talk it over with the wife. 
Just forget that. 

You get talking to the wife and chil- 
dren, you get them all thinking you are 
going to die. Maybe you are, but don’t 
get them to worrying about this matter 
now. You come down to the office to- 
night. If you shouldn’t get by, she 
won't worry about it. Now after you 
have come down to the office and Dr. 
Davis has looked you over, and you can 
get by, then you go home and tell her 
what the Northwestern will do for you, 
and I will tell you one thing, she will 
be glad to see that $10 go into North- 
western Mutual Life and into that other 
$25 a year $1,000 twenty payment life 
policy you are carrying. I know that 
just as well as you do. Thank you. 
Will you be down? All right. At 5:30 
tonight. See you there.” 


EASTERN COMPANY MEMBERS 

The following eastern companies are 
in the American Life Convention: Co- 
lumbian National Life of Boston, Guar- 
dian Life of New York, Home Life of 
Delaware and Pennsylvania, Maryland 
Assurance, Mutual Benefit, Philadelphia 
Life, Phoenix Mutual Life, Reliance 
Life, Scranton Life, Standard Life, 
Travelers, United Life & Accident, Con- 
necticut General and George Washing- 
ton Life. 


THE FIRST POLICY 





Issued in London in 1583 and Taken Out 
on a Woman 





The first recorded life insurance pol- 
icy was issued in London in 1583 on the 
life of Lillian du Cybbons for twelve 
months. It was underwritten by thir- 
teen individuals, the premium being $50 
on $500. 

It is extremely interesting to know 
that life insurance has been in existence 
for this length of time, but even more 
interesting we find the following ex- 
cerpt on the first life insurance com- 
pany. 

“Leslie’s Weekly” is authority for the 
statement that the first life insurance 
company on record was known as The 
Society of Assurance for Widows and 
Orphans. 

Organized in London, it opened its 
books for business on April 6, 1609. Its 
requirements were much the same as 
those of modern companies. An appli- 
cant was required to bring a certificate 
of age and an affidavit that he was in 
good state of health and that he had 
not a known distemper. <A board of 
trustees decided whether the applicant 
was entitled to the company’s protec- 
tion. Persons who lived in the ‘‘marshy 
and unhealthy” parts of England could 
not be insured. An applicant need not 
appear in person, provided that he sent 
a certificate, signed by the ministers of 
three neighboring parishes, that they 
thought he was of age stated, and of 
good health. In case members joined 
the army, went to sea or traveled in 
foreign countries, the insurance was 
not in force. If death took place within 
six months after the policy was taken 
out, no claim could be filed against 
the company. Later, when a medical 
examination was introduced, the six 
months’ clause was abolished and poli- 
cies became effective on date of issue. 
The great development of life insur- 
ance, however, has not. been in England, 
but in America. This fact speaks well 
for that large army of American work- 
men who have been so careful to “safe- 
guard the home.” 





A. O. U. W. RECONSTRUCTION 

One of the last A. O. U. W. grand 
lodges to undertake reconstruction, the 
Massachusetts A. O. U. W., met in spe- 
cial session at, Boston on October 17 to 
consider the recommendations of the 
special committee on readjustment. 
This convention was authorized by the 
Grand Lodge in April after it had voted 
down the plans presented at that time. 
Now that the Massachusetts jurisdic- 
tion has been studying the necessity 
for adopting sound plans of operation 
for several years it is expected that 
action will be taken to save itself from 
disaster. 
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Incorporated in 1862 in the Commonwealth of Massachusetts 








Named JOHN HANCOCK in honor of the first Governor of Massa- 
chusetts, and first signer of the Declaration of Independence. 


In 60 years it has grown to be the largest fiduciary institution in 


New England. 


Policies made secure by reserves maintained on the highest stand- 
ard with an adequate Contingent Fund providing protection against all 
emergencies. Total Assets, $239,693,000; Policyholders’ Reserves and 
all Other Liabilities, $226,361,000; Contingent Fund, $13,332,000. 








Policy contracts include all equities and options. 


Business done through agents. 


Information and advice on any 


matter relating to life insurance are available at any time through the 
Agencies or Home Office of this Company. 





Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 








Incorporated 1851 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


MUTUAL 


Springfield, Massachusetts 








A company which throughout the seventy years of its history 
has ever enjoyed—because of its square dealing toward all 
and its long record of low net cost—the good will of its 
policyholders, the confidence and esteem of the insuring 
public, and the loyalty of its representatives. 





JOSEPH C. BEHAN, Superintendent of Agencies 








eer 








- 


mst a 4A st Se & oF 


- 2 we 


Se ee ed @ 








October 20, 1922 


THE EASTERN 





UNDERWRITER 


11 














JACKSON MALONEY 
Vice-President 


PHILADELPHIA LIFE INSURANCE CO. | 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CONTRACT 
TO REPRESENT THIS COMPANY. 
FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE HAVE 
AN INTERESTING CONTRACT TO OFFER, BACKED BY 

REAL CO-OPERATION. 








A. MOSELEY HOPKINS 
Manager of Agencies 
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I dropped into the office of a friend 
of mine the other day, a pretty success- 
ful chap who does a large business in 
carpets and rugs. I found him engaged 
with a representative from a New York 
rug manufacturer, and being interested 
in the selling game I listened to more 
or less that the salesman said. 

After he had gone out I remarked 
to my friend: Herbert, is that fellow 
very much of a salesman? He doesn’t 
look like it to me.” 

“Salesman?” replied my friend, “why 
that fellow couldn’t sell life preservers 
to drowning persons, and yet for some 
reason or other he represents one of 
the largest houses in the business. I 
don’t understand why they keep him; 
he must be a relative of the old man. 

“For instance; [ am in the market 
for a thousand rugs and when T asked 
the salesman the price he said: ‘They 
are worth $12, but I don’t suppose you 
would give over $10,’ and then, without 
waiting for me to reply, ‘Well, you 
can’t have them for that price, because 
we can get $12 for them and there is 
not any question about our selling 
them.’ 

“Well, said I, look here. I will give 
you just $10 for those rugs right now.’ 

“*You can’t have them,’ he said ‘and 
anyway I don’t care about selling them 
to you for we can dispose of them 
easily in other quarters.’ 

“*Ves,’ I said, ‘I guess you could. It 
would be funny if your concern with 
its fifty salesmen could not get rid of 
$12,000 worth of rugs in three months’ 
time, but why don’t you sell them? 
Why don’t you get the credit for 
the good big sales? Why don’t you 
put my offer right up to your house and 
see what they would say? Don’t stick 
your thumbs in the arm holes of your 


vest, look wise and talk about what 
you'll do.’ 
Did Not Do Business 

“To make a long story short, we did 
not do business. I couldn’t with a chap 
like that, and do you know,” he con- 
tinued, “that it is just as big an effort 
to buy goods of the average salesman 
as it is to get out and sell your own 
stuff? Actually, it takes me sometimes 
half an hour to get the ordinary sales- 
man loosened up, to put him in the 
mood where he actually seems to want 
to sell me. They seem to have about 
as much magnetism as a mackerel, and 
appear about as energetic as an Edam 
cheese. Why, it seems sometimes as 
though they would fall asleep in my 
hands! They really don’t seem to care 
a continental whether they get an order 
or not. I think, as 1 said before, it is 
less of an effort to go out and sell a 
hard bill of goods myself than to under- 
take to drive a bargain with the aver- 
age salesman, even if I hold him out 
the money.” 

My friend was right, and the time 
is very near at hand when these dead 
ones in the selling class are going to 
be buried. With people sitting up 
nights to improve filing and credit sys 
tems and paying thousands of dollars 
for adding machines and time registers, 
it is only a short case of wait. to arrive 
at the time when ordinary salesmen 
are going to be dispensed with for good 
and all. 

Of course, there are a certain pro 
portion of men who are kept because 
of the sake of old times. They may 
have been good once, and perhaps their 
fathers were connected with the con- 
cern before them, and there are some 
good old Christians at the head of con- 
cerns who hesitate to let men depart 











Security Mutual Agents are successful 
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A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 
Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 








who have been with them a good many 
years. 

But you just wait until prosperity 
gets shaken down a bit and manufac- 
turing concerns, instead of having 
more orders than they can fill, find that 
it is necessary to hustle around and 
find business enough to keep the 
wheels going. That is the time when 
salesmen are going to be called into 
the Private Office and the “Old Man” 
is going to ask leading questions. 
Things will begin to happen fast then 
and the bell will ring for order-takers 
ta “hike.” 

Back to Old Testament 

I like to get back to the Old Testa- 
ment every once in a while, not be- 
cause | am particularly religious, but 
because it furnishes me with illustra- 
tions which are very much to the 
point. 

You will remember that once when 
the Chosen People were up against it 
(and they were up against it pretty 
often) to draft an army, get into the 
field and take a few wallops out of the 
Philistines. General orders number 
one instructed Gideon to march his 
command across a small brook toward 
the enemy’s camp. They were to start 
out early in the morning and it was to 
be a hard day’s march. 

If I remember rightly, his further 
instructions ran something like this: 

When the men come to the brook to 
drink make note of those who stoop 
to slake their thirst from the surface of 
the stream, and those who simply stop 
for a moment to catch up water in 
their hands as they pass. Send the 
former recruits home, the latter are 
the only ones that are fit to be in my 
army. | 

The inference is clear. Those soldiers 
who felt that they had plenty of time 
to sit down by the side of the stream, 
take out their lunch baskets and start 
a picnic were the dead ones. 

The real fighters, the chaps who had 
blood in their eye and wanted to close 
up business with the enemy before 
night, didn’t have time for any such 
junket, but would simply catch up a 
little water as best they might in cross- 
ing and hurry on toward the_ firing 
line. 

The time has about arrived when 
salesmen who make themselves com- 


ow oa 
— 


fortable in office chairs and cheer every 
afternoon for the home club are going 
to be sent to the Bench and they are 
going to be joined by the chaps who 
mean well, but whose ideas of hard 
work and system have never got be- 
yond the short pants stage. 

I am aware that a number of sales- 
men will read this and pooh-pooh the 
idea, but this won’t alter the fact at 
all. There are a good many persons 


today who think the world is flat—but 
it isn’t. 


Meg vramde_ 


SECURITIES SOMETIMES SHRINK. 

A life insurance estate is not subject 
to shrinkage. Every other kind of es- 
tate that we know anything about, ex- 
cept cash, is! 

A striking illustration of how difficult 
it is even for skilled financiers to invest 
in non-shrinkable securities is the fol- 
lowing record of an estate of a promi- 
nent banker of Newark, N. J. This man 
died when the market for his securities 
was at a high point, January, 1920. A 
transfer tax appraiser of New York 
State reported the valuation in October, 
1921. The estate at death was worth 
$967,000; but the net value in the re- 
port was $156,400, after deducting off- 
sets of $810,600, of which more than 
$750,000 was due to “depreciation of 
security values.” 

Cash and life insurance made up 
$107,000 of this net residue of $156,400. 
As these two items do not shrink, this 
figure shows what a tremendous “liqui- 
dation” must have taken place in assets 
that composed the balance of the estate. 
Neither this banker nor any other man 
could stem the tide of falling market 
values. But his life insurance paid his 
heirs one hundred cents on the ‘dollar! 

The New England Pilot. 








ATTENDED G. O. P. CONVENTION 

Two New York City life insurance 
agents who attended the recent Repub- 
lican convention which resulted in the 
nomination of Governor Miller for re- 
election, are Miss Mary Z. Shapiro, 


Travelers, and Miss Rosetta Matsel, 
Equitable. 

















> FIDELITY LEAD SERVICE 
W H Y 6 —— the agent into contact with interested buyers of life insurance. 
ast year we distributed 47,604 direct leads—all interested prospects 
First The oe re many who had requested information. In 1921 this service, and Fidelity’s 
Second—Our pelicies are . ro original policy contracts, brought us within 742% of the unparalleled 
Jeu ee prern na Bdl apogee a ene Fiadine epeane tn @h onaties Full level net premium reserve basis. 
g Songeen Insurance in force over $223,000,000. Faithfully serving insurers 
We can give good men good territorv since 1878. 
If you are interested, address A few agency openings for the right men. 
setiah Sine memniade THE FIDELITY MUTUAL LIFE 
SECURITY MUTUAL LIFE INSURANCE COMPANy INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
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THE EUREKA LIFE INSURANCE COMPANY 
BALTIMORE, 


Incorporated 1882 


Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 
J. C. MAGINNIS, President 
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Address, 


PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 


PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 
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GREAT CONVENTION COMING 

If there is any particular man who 
chooses the main theme of discussion at 
the annual conventions of the Associa- 
tion of Life Insurance Presidents hats 
off to him because he always does a 
good job. There never was a time in 
the history of the business when the in- 
surance convention as an _ institution 
came in for as much criticism as at 
the present time. So frequent are the 
conventions, with many of them at- 
tended by only a handful of people and 
often futile in their deliberations, that 
a feeling is growing in the business 
that something must be done to cut 
down the number of meetings, or to 
make a more adequate return for at- 
tendance by improving their quality. 

But no such criticisms are ever flung 
at the conventions of the Association 
of Life Insurance Presidents. Here 
once a year is a forum which is ideal, 
not only because of the high character, 
ability and reputation of the speakers, 
but also for the importance of what is 
said. 

It might be thought casually that the 
life presidents have a tremendous ad- 
vantage because no man in America 
occupies such an elevated position but 
he would feel complimented in receiv- 
ing an invitation from that body to 
speak, but unless the keynote of the 
meeting rings true the greatest celebri- 
ties in the world would not make much 
headway in putting their addresses 
over. What is aimed at is a striking 
theme, which is not only of extreme 
importance to the insurance world, but 
is just as momentous to the economic 
structure of the country of which life 
insurance is so steady a prop. Once 
having reached the decision as to what 
is the compelling theme, and making 
an accurate decision, the rest is not so 
difficult, as the speakers fit in. Then 
the more distinguished they are the 
more important are the utterances as 
the theme is driven home. This year 
it is to be an enlightened and compre- 
hensive treatment of waste as the chief 
obstacle to complete recovery. Waste is 
America’s great defect. How to stop it 
is desired by all lovers of America. The 
insurance men, of course, may be more 
directly interested than any other or 
ganized body of men in wanting it cut 


down, but in that laudable ambition 
they have the backing and endorsement 
of all right thinking citizens, public 
men, press, business, patriotic and other 
worthy organizations. The life insur- 
ance companies of the country ‘will 
gladly and are gladly volunteering their 
services in furnishing interesting ma- 
terial, Including data and surveys, to 
make the meeting a success. In fact, 
co-operation among life insurance com- 
panies has done much to give “a prac- 
tical visible contribution toward the 
consummation of general business re- 
covery,” as the Life Presidents put it 
correctly. 

In choosing Darwin P. Kingsley as 
presiding officer of the convention the 
association has given hostage as to the 
character of the proceedings. 


HOW CO-OPERATIVE SYSTEMS IN 
TOBACCO AFFECT INSURANCE 
Fire underwriters in the two Caro- 

linas are looking with considerable 
concern upon the unusually heavy loss- 
es which have been sustained by the 
companies writing tobacco in pack 
barns and on storage in private ware- 
houses, and there is an angle of the 
situation which may develop a_ very 
serious situation and one which will 
undoubtedly call for concerted action 
by the companies handling this class 
of business. 

Quite a large proportion of this sea- 
son's tobacco crop has been handled 
through the various co-operative mar- 
keting associations, and it is the con- 
nection of this feature of the market- 
ing with the apparent development of 
an unusual amount of moral hazard 
losses, that is causing the fire under 
writers to think deeply. 

One prominent adjuster reported re- 
cently that he had handled six losses 
on tobacco pack barns in the vicinity 
of Johnsonville, S. C., and at the same 
time other adjusters were attending to 
a dozen more similar claims, all the 
losses having occurred within a very 
short time after the tobacco was ready 
for market. In almost every instance 
the assureds were members of a Cco- 
operative association, and were under 
contract to deposit their crop and re- 
ceive a stipulated advance, awaiting 
the final disposition thereof before re- 
ceiving the balance. The non-member 
of the association was able to sell his 
tobacco and receive a full cash settle- 
ment for his crop, which enabled him 
to liquidate his obligations and in other 
ways utilize the money his tobacco 
represented without delay. But the as- 
sociation member was bound by a rigid 
contract to deliver his tobacco and re- 
ceive only a small advance thereon; 
consequently, in the case of a tobacco 
grower who was heavily in debt, the 
only way to realize in full on his crop 
was to dispose of it to the insurance 
companies before delivery could be con- 
summated to the co-operative associa- 
tion. 

This phase of the situation, when 
coupled with the tremendous growth of 
the co-operative system for handling 
both tobacco and cotton crops, is caus- 
ing furrows in the brows of the under- 
writers who have been accepting this 
class of business, and it is reported 
that in more than one instance, com- 
panies have ordered wholesale cancel- 

















J. J. HOKY 


BENNETT ELLISON 


James J. Hoey, the gentleman on the 
left who looks like Herbert Hoover, and 
Bennett Ellison, the gentleman on the 
right who looks like “Doug” Fairbanks, 
are members of the firm of Hoey & 
Ellison, a live agency aggregation in 
New York City which is not only mak- 
ing but has made rapid strides. Not 
quite one year old, having been formed 
on November 1, 1921, it is going at the 
rate of a million a year in fire premiums 
and about $400,000 a year in casualty 
premiums. The firm is metropolitan 
agent for the Abéllle, American Eagle, 
City of New York, County Fire, Home 
Kire & Marine, Tokio Marine & Fire 
and United States Lloyds. It is general 
agent for the Columbia Casualty. Mr. 
Hoey was deputy insurance superinten- 
dent of New York in charge of the New 
York City office. He went to the Conti- 
nental and did wonders in the metropoli- 
tan department, winning a_vice-presi- 
dency. Bennett Ellison was a brokerage 
and real estate man. His old firm of 
O'Connor & Sullivan started in 1908. 
When Mr. Hoey and Mr. Ellison got to- 
gether they made a team hard to beat. 
Mr. Hoey, by the way, has been made 
manager of the campaign of Corporation 
Counsel John P. O’Brien, Democratic 
candidate for Surrogate. 

* ae *” 

George D. Markham, well-known St. 
Louis insurance man, has been elected 
a vice-president of the Harvard Alumni 
Association. 

° * * 

O. Sam Cummings, assistant manager 
of the Orville Thorp Ageneyv in Dallas, 
has been made educational director of 
the North Texas Association of Life 
Underwriters, and also has been placed 
in charge of the Southern Methodist 
University’s school of life insurance 
salesmanship. 

STILL ANOTHER SCHOOL 

Lecturers for the newly established 
school of insurance at the College of 
William and Mary, Williamsburg, Va., 
will be supplied by the Richmond Asso- 
ciation of Life Underwriters. 
lations of the class. Local agents are 
already feeling the effects of this atti- 
tude and are finding it difficult to place 
insurance on such risks, and unless 
some method can be developed to satis- 
factorily clear up the situation, the 
handling of next year’s tobacco crop in 
the two Carolinas promises to be an 
extremely difficult problem. 


THE HUMAN SIDE OF INSURANCE 





Stuart Linton, said to be a descen 
dant of the Stuart dynasty, and a mem- 
ber of the Prince of Wales entourage 
when he was in this country, is now 
writing insurance in New York City for 
the Travelers. 

* & 

Arthur H. Reddall, advertising man- 
ager of the Equitable Life Assurance 
Society, is attending the Direct By Mail 
Advertising Convention in Cincinnati. 

* * * 

Laurence T. Kelty, the new insurance 
commissioner of Vermont, is a news- 
paper reporter, having been legislative 
correspondent of the Burlington “Free 
Press” at the time of his appointment. 

* * * 

William C. Johnson, of the Massachu- 
setts Protective Association, Worcester, 
is visiting the Coast. 

* * & 

Neil D. Sills, Virginia manager at 
Richmond for the Sun Life of Canada, 
was in Norfolk last week attending the 
annual session of the Virginia Metho- 
dist Conference as a delegate from Cen- 
tenary Church, Richmond, in which he 
is chairman of the board of stewards 
and president of the Men’s Bible Class. 

* * &* 

W. E. Mallalieu, general manager of 
the National Board of Fire Under- 
writers, has returned to New York after 
a five days’ visit to the association’s 
office in San Francisco. 

* * & 

Manager Forsythe, of the Electrical 
Bureau of the New York Board of Fire 
Underwriters, is enjoying a well-earned 
two weeks’ vacation, and will return to 
the city Monday. 

* * & 


Charles E. Belcher, of “The Stand- 
ard,” says that a story in The Eastern 
Underwriter about the recent appear- 
ance of Commissioner Hobbs of Massa- 
chusetts at the American Life Conven- 
tion causing social perplexities, was 
wrong, as there was nothing unexpected 
in his appearance “and no embarrassing 
complications.” Mr. Belcher is ordinar- 
ily a most competent newspaper man, 
but in this particular case he was 1,300 
miles away from the scene of action, 
while The Eastern Underwriter man 
who wrote the story was on the spot. It 
develops that Commissioner Hobbs 1v- 
ceived an invitation to attend the 
American Life Convention from Secre- 
tary Glackburn, but his appearance was 
unexpected to all but half a dozen pres- 
ent, and there were some angles of the 
visit requiring diplomacy to handle, in- 
cluding suppression at the banquet 
“gridiron proceedings” of a song that 
was to have been sung poking some fun 
at Massachusetts. Well, anyway, how 
are you going to prove in cold type the 
existence of a “social embarrassment?” 
Kither there was or there wasn’t. In 
this case there was. 

oe a * 

C. J. Westermann, assistant to the 
secretary of the E. A. Woods Company, 
left last week to spend his honeymoon 
in Bermuda. With his bride, formerly 
Miss Louise M. Heidenkamp, he will 
make his home in Windover street, 
upon their return October 23. 





JILTED WOMAN SHOOTS BROKER 

Oscar M. Martelliere, an insurance 
broker at 100 William street, was shot 
five times and_ fatally wounded 
in his office on Monday of this week 


by Mrs. Paulette Saludes who tried to, 


end her own life after the shooting. 
Jilting of the woman by the broker is 
said to be the cause. 

MARYLAND CASUALTY LECTURE 

Forrest Buckley, Philadelphia repre- 
sentative of the Maryland Casualty, ad- 
dressed the entire office force of the 
company in New York, Friday evening, 
on the subject of accident prevention. 
The lecture was arranged in conjunc 
tion with safety week, 
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Have a Heart For 
The Poor Special Agent! 


EVERYBODY RAPPING HIM NOW 








Latest Criticism Based on $10 (For 
Two) Dinner and Dance Tickets 
in Brooklyn 





Lo! the poor special agent! 

He has nothing but troubles nowa- 
days. He must be a balance collector, 
a premium booster, a risk inspector, a 
good fellow, a chemical expert, an en- 
gineer, a handy fellow at conferences, 
a dignified and eloquent company 
spokesman, a neat dresser, a cracker- 
jack but sympathetic conversational- 
ist— 

And, he must be prepared to take 
more than his ordinary share of raps. 

A Few Criticisms 

Raps because part of his territory is 
not adequately covered; raps because 
some other companies are beating him 
out in volume; raps because he ap- 
pointed so and so who slipped over 
risks which burned; raps because he 
did not give agents good enough advice 
to keep other risks out of the mutuals, 
reciprocals or Lloyd’s, all of which raps 
he is willing to take. 

But, recent events have caused him 
to ask how far these knocks should 
go. Where should the line be drawn, 
because the special is a human being 
just the same as his friends, the ex- 
aminers and the executives, and he is 
a sensitive fellow withal with a skin no 
thicker than any other person’s. 

All of which brings up the latest 
specimens of jolting. First, there was 
that company organization president 
who found fault with the other com- 
pany presidents for luring able field 
men into snugger and more remunera- 
tive berths, either with companies or 
with organizations and bureaus. “Hands 
off,’ was the recommendation. “Let 
the field man stay put. Don’t offer 
him any more money.” A fine kettle of 
fish for an ambitious, hard working 
crew. 

The Dinner Dance 

And, then on top of that some execu- 
tive voiced a sentiment in a daily news- 
paper read by insurance men that the 
officers of the New York Suburban Field 
Club overstepped themselves in = ar- 
ranging a dinner dance at $10 a couple. 
This criticism was based on a theory 
that $5 a head was a little over the 
field man’s head. And that despite the 
fact that $10 dinners are being held 
all over town by plumbers, bakers’ as- 
sistants and press agents. 

Penalizing Brooklyn Residence 

“They want us to live in Brooklyn, 
work out in Long Island and then deny 
us a little entertainment just because 
it will cost us $10,” said one field man. 
Of course, we might hire a dance hall 
over in the Flatbush avenue section and 
give an affair at $2 a head, hat checks 


Famous London Tariff 
Chairman a Visitor 


CALLS UPON NATIONAL BOARD 


Knows Rate Conditions Throughout 
the World; Impressed By 
Organization Here 








W. Crichton Slagg, one of the leading 
figures in British fire insurance, is a 
visitor to New York this week. He 
probably knows more about’ interna- 
tional fire insurance tariffs than any 
man in the world. Ask him any such 
question as what is the premium for 
£20,000 insurance on an Alexandria 
cotton shoonah, a Shanghai godown, a 
Yokohama lacquer works or a Ceylon 
tea warehouse and he can tell you in- 
stanter. He is chairman of the Fire 
Offices Committee (Great Britain, for- 
eign and continental); chairman of the 
consequential loss committee, and chair- 
man of the London Wharf and Ware- 
house Committee. 

While here he visited the offices of 
the National Board of Fire Underwrit- 
ers, where he was greatly impressed by 
the marvelous detail and ramifications 
of that establishment. The National 
Board, however, differs from the Fire 
Offices Committee in many respects, 
chiefly because the American organiza- 
tion has nothing to do with rates. The 
Fire Offices Committee, on the other 
hand, has no arson bureau or flying 
corps of engineers, nor fire prevention 
or building construction committees, 
nor does it publish a paper for agents. 
It goes on the theory that the fire 
brigades and public authorities will do 
their best to keep the brigades and 
building construction up to snuff. 

In brief, the Fire Offices Committee 
is a body which primarily regulates 
tariffs for the entire British Kingdom. 

There is one committee which at- 
tends to rates at home. There is an- 
other which handles the tariff abroad, 
composed of all the members of the 
other committee which do a_ foreign 
business. Jurisdiction is exercised 


a quarter extra (prize fighter for 
bouncer), but we are not that kind of 
people.” 

President Ryan answered the latest 
affront, with proper dignity but neat 
and peppy language, by saying: “lam 
willing to go to the bat with any com- 
pany official who thinks that $5 per 
plate, which includes cost of hiring ban- 
quet hall, music, printing and other in- 
cidentals thereto, is excessive.” 

The chances are that President Ryan 
will not have to take his place at the 
plate as the company executive will 
continue to reside in his anonymous 
house. 

But, honest, if you were a special 
agent wouldn't you get excited—espe- 
cially as the invitations are out and 
your best girl has been invited? 











—* 


THE 


TOKIO 


MARINE AND FIRE INSURANCE COMPANY, Limited 

















UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 
| 80 MAIDEN LANE, NEW YORK 


RESIGNS AS SPECIAL 





N. C. Rorabaugh Elected Vice-President 
and a Director of Walter Linn 
& Co., Philadelphia 





N. C. Rorabaugh, special agent of the 
Phoenix Assurance, has purchased an 
interest in the local agency of Walter 
Linn & Co., Finance Building, Philadel- 
phia, and has resigned as special agent, 
effective December 1. Recently Mr. 
Rorabaugh was elected a director and 
vice-president of the Walter Linn & Co. 
corporation. He is an insurance man of 
wide experience, and is a good producer 
of business. 


INSTITUTE CONFERENCE 

The fourteenth annual conference of 
the Insurance Institute of America is to 
be held in New York on October 24. 
There will be 2 luncheon at the Bankers 
Club, and delegates will attend the ban- 
quet of the Insurance Society of New 
York at the Hotel Astor. 


everywhere but in United States, Can- 
ada and Australia. The continent of Eu- 
rope is handled by another committee. 
In its jurisdiction over the world the 
Fire Offices Committee extends also to 
localities where there are local associa- 
tions with which it is affiliated, such as 
in China, in certain South American 
places and other localities where the 
British commercial interests are strong- 
ly entrenched. The local associations 


New England May Quit 
National Association 


RUMOR CURRENT IN BOSTON 





Associations Want to Paddle Their 
Own Canoe; Talk of “Politics” 
As Well 





Rumors in New England are to the 
effect that the local agents’ associa- 
tions there may withdraw from the Na- 
tional Association of Insurance Agents 
and paddle their own canoe. They feel 
that they have their own particular 
problems and can act better as a unit. 
There is also talk of “politics” in the 
main organization which is displeasing 
to New Englanders, but personally 
President Case is popular in New Eng- 
land. 

A despatch to The Eastern Under- 
writer from Boston says: “The New 
England organizations are equipped 
financially to handle themselves. The 
only hesitancy is the embarrassment 
withdrawals would occasion President 
Case.” 


ACKERMAN IN CHICAGO 

Fred Ackerman, of Newark, popular 
and widely known state agent of the 
National Union, and one of the leading 
local lights in the Blue Goose, went to 
Chicago to represent the New York City 
pond at the Grand Nest meeting held 
Monday and Tuesday of this week. 
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report to the Fire Offices Committee, " 
and the latter makes recommendations An experienced fire insurance man 
which as a rule are carried into effect would consider connection with 
by the local associations, reputable fire insurance company 
Mr. Slagg said that rates are applied as special agent in Western New 
by individual companies and are not York. Now engaged in adjusting 
checked. The honor system prevails a OQ ; pie S- 
and there are few departures from tariff Address “Special Agent 
regulations. c/o The Eastern Underwriter 
For twenty-eight years Mr. Slagg has 86 Fulton Street 
been with the Fire Offices Committee. New York 
He started as assistant secretary. — => 
Y. 
1841 
YZ fisurance 6. 
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RIOT and CIVIL COMMOTION—EXPLOSION 
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AUTOMOBILE 
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Northern of London 
Commonwealth of New York 
Detroit F. & M. of Mich. 
London & Scottish of London 


NEW YORK OFFICE: 
ONE LIBERTY STREET 
Telephones: John 63-64-65 


LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
London & Scottish Assurance Corp., Ltd. 
National Security Fire Insurance Co. 


BROOKLYN AND SUBURBAN AGENTS 


Firemen’s of New Jersey 
Globe & Rutgers of N. Y. 
National Security Fire of Neb. 
Indemnity Ins. Co. of N. A. 


BROOKLYN OFFICE 
145 MONTAGUE STREET 
"Phones: Main 6870-6871-6872 
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SOLICITATION OF FIRE EXPIRATIONS 


(Continued from page 1) 


entirely ethical for one agent to try and 
ascertain the expirations of fire insur- 
ance, Every property owner carries 
fire insurance; therefore, every line is 
already in the office of some agent or 
broker. If other agents and brokers 
were not permitted by ethics to solicit 
the lines there would be no changes 
in lines. The agency and brokerage 
business would be at status quo. 
Offices would remain the same size as 
they are, and there would be no recog- 
nition of ingenuity, perseverance, pro- 
gressive salesmanship or new kinds of 
service. Frequently, an assured is not 
getting the service he should and his 
risk is not being improved. 

If I can come along and tell the 
agent how he can better his risk and 
my suggestions are accepted and I get 
the line everybody is better off except 
the agent who loses the line. The fire 
waste is cut down and the company 
is just that much in pocket, 

Broker’s Views 

Broker: This is amusing. Thou 
sands of times a day the questions are 
asked an assured by a broker or agent: 
“Who is carrying your’ insurance? 
When does the line expire?” Fire in- 
surance and life insurance are two dif- 
ferent propositions. In life insurance 
it is a crime to twist an existing policy. 
It should be, too, because the chances 
are that the insured was sold right in 
the first place; his company is a good 
one; and he is older than when the 
policy was taken out. He may get the 
worst of it if he changes, and the 
chances are all against him. But fire 
insurance is a short term proposition, 
and the insured can be shown in black 
and white, without contradiction, 
whether it would pay him to have his 
insurance affairs handled by some other 
agent. 


Company executive: It is not a viola- 
tion of ethics for an agent or broker 
to solicit another man’s line, or to ask 
him for his expirations. I know of no 
agent or broker who does not do it if 
he thipks the opportunity to get such 
information is at hand. 

Special Agent: Mr. Chapman did 
nothing unethical in my opinion. The 
business progresses when the agent and 
broker are on edge to get new lines. 








STANDARD OIL ISSUES WARNING 
Tells Householders of Factors to Be 
Considered in Changing From 
Coal to Oil 
A warning to householders who are 
contemplating heating their homes this 
winter with oil in place of coal, due to 
the threatened shortage in anthracite, 
has been issued by the Standard Oil 
Company of New Jersey. Those who 
contemplate this change should investi- 
gate the entire proposition in order to 
ascertain whether they will be assured 
of a continuous supply of the kind of 
oil that they wish to burn, and whether 
or not the oil-burning device to be in- 
stalled meets with the requirements of 

local fire regulations. 

In the current issue of “The Lamp,” 
the Standard’s house organ, it is stated: 
“The immediate and least expensive 
step to be taken to obtain relief where it 
is certain that a shortage of either coal 
or gas impends lies in the purchase of 
kerosene cook stoves and heaters. Many 
people have a deep-rooted prejudice 
against these devices, due to the recol- 
lection of troubles they developed when 
first put upon the market. Fortunately, 
the progress made in the development 
of the more satisfactory kerosene-burn- 
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ing stoves has kept pace with improve- 
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Cash Capital $2,500,000.00 
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ments in electrical devices. It is possi- 
ble now to obtain a kitchen range that 
will do all the work of a modern gas 
stove with little more attention than 
that requires. 

“The next possibility along this line 
is the light distillate fuel oil, known as 
gas oil. It happens that under existing 
conditions today there is a surplus pro- 
duction of crude oil in this country and 
the price of gas oil is consequently low. 

“The comparative cost of burning 
anthracite and kerosene for house heat- 
ing is a moot question. Engineers’ fig- 
ures are based on the combination of 
correct installation and expert opera- 
tion. For this reason, before deciding 
on the change to kerosene, the con- 
sumer should be prepared to use, if 
necessary, considerably more fuel than 
is allowed in the estimate of cost. As 
a partial offset, however, he will not 
have to allow for any expense for fur- 
face man or ash removal.” 








Actual market value for all securities 





D. H. Dunham, President 
Neal Bassett, Vice-President 
Jehn Kay, Vice-Pres. & Treasurer 
A, EH. Massinger, Ass’t Sec’y 
Jehn A. Snyder, Secretary 


MECHANICS 


ef Philadelphia 
Organized 1854 





Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...........$ 600,000 

Reserve Reinsur- 
ance Funds ..... 1,562,257 
Reserve all other 
liabilities ....... 
Net Surplus ...... 


188,956 
789,027 





Total ............$8,135,240 
Policyholders Surplus, $1,389,027 





D. H. Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H. Hassinger, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, NH. J. 


Organized 1854 


Statement January 1, 1922 
ASSETS AND LIABILITIES 
Capital ...........$1,250,000 


Reserve’ Reinsur- 
ance Fund ...... 5,021,670 


Reserve all other 
liabilities ....... 1,405,201 


Net Surplus ..... 2,840,571 





Total ...........$10,517,442 
Policyholders Surplus, $4,090,571 











H. M. Gratz, President 
D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 

John Kay, Treasurer 
A. H. Hassinger, Ass’t Sec’y 


THE 
Girard F. & M. 
INSURANCE CO. 


ef Philadelphia 


Organized 1853 


Statement January 1, 1922 
ASSETS AND LIABILITIES 
Capital ..........$1,000,000 

Reserve’ Reinsur- 
ance Fund ...... 2,240,988 
Reserve all other 





liabilities ....... 267,721 
Net Surplus ..... 851,855 
Total ...........$4,360,509 


Policyholders Surplus, $1,851,855 

















Loyal to friends and loyal agents 








Unlicensed Companies 
Use Canadian Mails 


TO SOLICIT BUSINESS THERE 


Superintendent Warns Public Against 
Insurers That Maintain No Assets 
in Reach of the Courts 


G. D. Finlayson, Superintendent of In- 
surance for the Dominion of Canada, 
has issued the following memorandum 
which is in the nature of a warning to 
the Canadian public to beware of solici- 
tation for insurance coming through 
the mails from outside concerns not 
licensed for the transaction of insur- 
ance in this country. Such soliciting 
circulars or letters may offer specious 
and attractive inducements by way of 
cheap rates, but as these companies 
maintain no assets in Canada and are 
not under the jurisdiction of Canadian 
courts, their clients here take chances 
in regard to the due payment of any 
claims which may arise. Insurance 
under such conditions ceases to be in- 
surance—there is no uncertainty about 
real insurance. 

Here is the 
superintendent: 

“The department has received during 
the past few months many complaints 
from persons insured in companies un- 
licensed in Canada as to the failure of 
these companies to pay losses incurred 
under their policies. 

“These policies have been in most 
cases effected as the result of solicita- 
tion and correspondence by mail and 
the insured in many cases are inclined 
to criticize the regulations which permit 
the mails to be used for this purpose by 
insurers whose protection has _ been 
found to be unreliable. 

“The department thinks it desirable, 
therefore, that the public should be 
warned that there is nothing in the stat- 
utes preventing unlicensed insurance 
companies from communicating with 
persons in Canada by mail for the solici- 
tation of business or the collection of 
premiums or otherwise in connection 
with insurance. It should also be care- 
fully noted that in respect of this insur- 
ance no protection is given to the in- 
sured by way of Canadian deposits. 

“In several of the cases recently 
brought to the department’s attention 
it has been found on enquiry that the 
companies have been placed in liquida- 
tion and the liquidators take the posi- 
tion that action must be instituted by 
Canadian claimants in the courts of the 
companies’ native state. This attitude 
has also been taken by some companies 
still carrying on business. 

“In all these cases this department 
is unable to enforce the claims of Cana- 
dian policyholders by reason of the fact 
that the companies do not maintain as- 
sets in Canada for their protection. 

“Persons desiring information as to 
the status of insurers soliciting their 
business can obtain the same promptly 
by communicating with the depart- 

ment.” 
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Schreiner Sees Black 
Outlook in Germany 


RE-INSURANCE MAN 





IS BACK 





Mark Continues Upward Flight; Insur- 
ance Companies After Premiums; 
Volume to Meet Increased 
Overhead 





Carl Schreiner, most famous of living 
re-insurance men and until the world 
war United States manager of the 
Munich Re-Insurance Company, return. 
ed from Germany this week. He said 
he did not care to be interviewed on 
insurance conditfons in Germany, but 
stated that anyone who has watched 
the flight of the mark could figure out 
the situation for himself. When Mr, 
Schreiner arrived in Germany the mark 
was 500 to a dollar. Today it is over 
3,000 to the dollar. Not even the most 
astute financier can predict what the 
mark will be at any definite future date. 

From the standpoint of an insurance 
company it is illustrated about as fol- 
lows: The insurance company writes 
a line of $100,000, for which it receives 
a certain number of marks in premium. 
Some weeks go by and there is a loss. 
In the interim the value of the property 
in marks has tremendously increased. 
The loss must be paid at the current 
rate of marks. Of course, it is impossi- 
ble to keep on increasing rates to run 
parallel with the increasing values, as 
there must come a time when the high 
rate level is reached. In the meantime, 
the overhead goes up and the insurance 
clerk in February cannot live on the 
same number of marks he gets in Janu- 
ary. Wages are constantly being ad- 
justed, but the overhead continues to 
grow. The only temporary solution is 
increased premiums, and so a larger 
amount of business than ever is being 
written. 

In regard to the future in Germany, 


Mr. Schreiner says that not being a poli- 
tician and not caring to discuss politics, 
he was in no position to make any fore- 
cast. He said that the people in Ger- 
many felt they were being stifled by the 
occupation and its cost; that until the 
occupation was removed the country 
could not go ahead. It has given its 
ships, its coal and its resources to the 
Allies and up to now has paid about 
forty billions in gold marks. People 
were very blue, feeling that every day 
the situation grew worse. Railroads 
had a deficit of about twelve billion 
marks and their difficulties are increas- 
ing by reason of the fact that travel and 
freight have fallen off. Formerly, it 
cost 100 marks to travel from Munich 
to Berlin and now it costs a thousand. 
And yet the rates on the raitroads must 
be considered cheap in comparison with 
the increased cost of living and will 
with the increase in the cost of main- 
tenance, 

When he left Berlin, coal cost eight 
marks a pound and people suffered by 
reason of an exceedingly cold August 
and September, not being allowed to 
light the fires before October. In de- 
scribing the fluctuation of the mark Mr. 
Schreiner said that one day a roll was 
selling for two marks in the morning, 
two and a half marks in the afternoon 
and for three marks the following day. 
A roll is now about five marks. 

Mr. Schreiner said that in some of the 
Red Flag parades in Berlin as many as 
50,000 marched. 


MISS BUCHANAN TO WED 

The engagement of Miss Joyce Bu- 
chanan, of the John Hancock Mutual 
Life, and Axel B. Gravem is announced. 
Miss Buchanan, who is the daughter of 
John Buchanan, one of the most popular 
newspaper men in Boston, is a grad- 
uate of Vassar and also attended a uni- 
versity abroad. She has been in the 
publication department of the John 
Hancock. Mr. Gravem is a graduate 
of the University of California and has 
been a Rhodes scholar at Oxford. He 
is a lawyer and will practice in London. 


All-American Brokers 
Open in Eight Cities 


INVITE 





NOW INVESTIGATIONS 





Former Field Secretary of Security 
Mutual is General Manager; 
Need Men 





The past five months have marked a 
period of steady and consistent growth 
for the All-American Brokers, whose 
main office is located at 19 West Forty- 
fourth street, New York. Eight branch 
offices have been opened at the follow- 
ing points: Newton, N. J., handling the 
northern part of the state; Patterson, 
Asbury Park, Atlantic City and Eliza- 
beth, N. J., Philadelphia and Boston. All 
the new offices are doing well and busl- 
ness has not been affected by the slow 
season, 

Ex-Senator Mansfield, of Massachu- 
setts, is manager of the Boston office 
under Mr. Fay, formerly with the Trav- 
elers, who has charge of all New Eng: 
land business. These men are opening 
the entire state of Massachusetts for 
the Security Mutual Life, following the 
recent entry of that company into the 
state. Plans are under way to open 
fourteen local offices as soon as the 
right men can be secured to handle 
them. 

Former Field Secretary Cortright of 
the Security Mutual has been appointed 
general manager of the company and is 
directing both local and expansion ac- 
tivities. He plans the organization of 
fourteen local offices in Massachusetts 
and the same number in Pennsylvania. 

The New York office of the company 
has 130 full-time and nearly 100 part- 
time men working, all of these having 
contributed business within the last two 
weeks. The office presents a thorough- 


ly business-like appearance. The in- 
vestment business which was originally 
carried on in conjunction with the in- 
surance has been entirely separated and 
is conducted under different direction, 
in separate offices. 


The good faith of the company was 
questioned in the insurance field for 
some time, but the officials now invite 


fullest investigation of their methods 
and practices. 





TO SURVEY AGENCY QUESTION 





Coming Up at Mid-Winter Meeting of 
National Association of Insur- 
ance Agents 





According to “The American Agency 
Bulletin,” the big keynote of the Hot 
Springs Convention was “service to pub- 
lic dominant idea at convention.” It 
also makes the statement that a survey 
is to be made of the whole question of 
agency relation for consideration at the 
mid-winter session. 





HARRISBURG FLURRY OVER 





“Tempest in Teapot” Is Designation 
Some Give to Illinois Smalitown 
Bank Agitation 





Because “The American Agency Bul- 
letin” came out without playing up the 
debate at Hot Springs on the Harris- 
burg (Ill.) bank agency, which resulted 
in criticism on the floor of three com- 
panies, some students of the business 
believe “the incident is closed,” and 
refer to it as a “tempest in a teapot.” 
The “American Agency Bulletin” did 
not mention nanies of the companies 
criticised, or give any indication that 
this is to be another “Firemen’s con- 
troversy.” 

One of the agents who attended the 
meeting said: “The value of the inci- 
dent was its revelation again of the 
feeling in local agency ranks against 
the whole proposition of bank agen- 
cies.” 





agents. 





Through Service We Grow 


A YOUNG COMPANY, to grow, must have that quality of progressiveness which 
is so essential in underwriting organizations today. 


THE CITY OF NEW YORK, young and growing, demonstrates its progressive 
instincts by keeping pace with the development of new classes of insurance, 
such as rain and other side lines, and making such facilities available for its 


CITY OF NEW YORK AGENTS find the company not only eager to serve, but 
in actuality performing as a seasoned veteran in the underwriting world. 


CITY of NEW YORK 
INSURANCE COMPANY 


ELBRIDGE G. SNOW, President 





Fire and Lightning, Automobile, Explosion, Hail, Parcel Post, Profits and Commissions, Rain, 
Registered Mail, Rents, Rental Values, Riot and Civil Commotion, Sprinkler Leakage, Tourists 


Baggage, Use and Occupancy, Windstorm. 
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As the result of a resolution adopted by the New York 
ber twelfth will be observed in New York as “READ- 
taken up by other states and Glens Falls Insurance Company 


How Local Agents Can Build “Good-Will” 


standing. The policies are expressed in technical 


Fs Insurance is the subject of much misunder- 
language that is fixed by law and is hard for the 


layman to grasp. Their provi- 
sions are often violated by 
policyholders through lack 
of knowledge. Sometimes this 
affects the payment of claims 
and leads to natural but un- 
justified resentment. 


Yet the policies when un- 
derstood are found to be 
straightforward, sincere and 
equitable. They have resulted 
from the combined experience 
of countless underwriters, 
agents, inspectors, adjusters, 
and others during generations 
of time. They have _ been 
shaped by legislation and court 
decisions and embody the best 
solutions that thus far have 
been devised for the almost in- 
finite complexity of fire insur- 
ance problems under diverse 
physical, geographical, legal, 
moral and economic condi- 
tions. The company, the agent 
and the policyholder meet on 
the common ground of justice 
and good faith. The only ob- 
stacle is lack of understanding. 


Lack of understanding is 
responsible for most of the 
difficulties encountered by 








Do Your Clients Know: 


a 


2: 


Mi. 


ue. 


That property is not insured but policy- 
holders are? 

That they as well as the Company assume 
obligations? 

That protection ends when the property 
changes hands? 

That thousands of policies are voided 
through inaccuracy in declaring interest? 

That thousands of policies are voided 
through faulty description? 

That conditional ownership voids the 
policy unless expressed? 

That protection usually ends when the 
property is moved? 

That ‘“unoccupancy” periods require de- 
fining? 

That there is a distinction between ‘‘va- 
cant”’ and ‘‘unoccupied”’ property? 

That ‘“‘concurrence”’ is essential? 

That the words ‘immediate notice’’ are 
differently defined by law in various 
States? 


That the ‘“‘Co-insurance Clause’’ does not 
operate in case of total loss? 


These are but a few of the frequently-misunderstood provi- 
sions that are made clear in ‘‘The Fire Insurance Policy 


What it Means.’’ 








agent and company alike. Few subjects compare with fire 
insurance in the degree in which it concerns all classes of 
the population and for this reason its efficiency isamatterof 


the highest public importance. 
All measures that interfere 
with this efficiency limit the 
service and adversely affect the 
interests of millions of house- 
holders and business men. 


The correction of misunder- 
standing involves co-operation 
between agents and companies. 
Thegreater opportunity is that 
of the agents because of their 
large numbers, wide distribu- 
tionand direct contact with the 
policyholders. They are the 
first to feel the effect of unfair 
criticism and are the first to 
profit from the creation of the 
spirit of cordial good-will that 
should characterize all fire 
insurance operations. 


The local agent, therefore, 
owes it to his clients, his 
companies and himself, to re- 
move every shred of misun- 
derstanding in-so-far as he is 
able. Thus all friction will be 
avoided in his territory and he 
will build valuable and endur- 
ing good-will for his agency. 


We are making it possible 
for every agent in the country 
to do this. 





Insurance Company 
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State Association of Insurance Agents, the week of Novem- 


YOUR-POLICY WEEK.” This excellent idea should be 


urges all agents to promote its observance in their territories 


Simple Explanation of ‘Technical Language 


EGAL language has one great fault and one great plosion with reference to the fire—whether before or 
virtue. It is hard for the layman to understand, after—and goes into a brief but clear exposition of the 
which is a fault; but, when understood, it is much frequently misunderstood reference to ‘‘Waiver’’ in lines 


more definite than ordinary 78-88, inclusive, of the Stand- 
speech. It only needs that its ard Policy. 


technical terms be explained 
in language that anyone can 
understand. 


Among the important sec- 
tions is Chapter Ten which 
takes up for discussion the 
“Conditions Subsequent,” 
and deals with such essential 
points as “Proof of Loss,” 
“Appraisal,” ‘Payment of 
Loss” and ‘‘Subrogation.’”’ The 
“New Riders” are also set 
forth and the “‘Co-insurance,”’ 
“Three-fourths value’ and 
the “‘Three-fourths Loss’’ 
clauses are clarified. 


Out of some thirty million 
policyholders in the United 
States, probably less than one 
per cent. have ever read their 
policies because no such ex- 
planation has been furnished 
to them. This conspicuous 
lack has caused us to prepare 
“The Fire Insurance Policy 
What it Means.” 


In this Little Book every 
provision of the Standard Pol- 
icy is translated into simple, 
understandable language. For 
example: It differentiates the 
four types of Standard Policy 

“Specific,’’ ‘‘Blanket,”’ 
“Open,” and “Floating,” 
discusses the mutual assump- 
tion of obligation by company 
and by policyholder, explains 
what is meant by the word 
“owner,’? comments upon as- 
signment of policy, defines 
“unoccupancy” conditions 
and limitations, takes up the 
bearing of the time of an ex- 


Not only is the explanation 
clear and full, it also is dis- 
tinctly readable and it is be- 
ing welcomed on every hand 
as a great contribution toward 
better relations between 
agents and their clients. 


Glens Falls agents are being 
supplied with this little vol- 
ume and we have decided to 
extend its service to all agents, 
regardless of company rep- 
resentation, who may wish to 
benefit by the opportunity. 





4 . 
ioe Glens Falls 
Rs ce Insurance Company 
) 
rg Pa GLENS FALLS, NEW YORK 
Please send a complimentary copy 


of ‘The Fire Insurance Policy—What 
it Means’’ to 
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110 WILLIAM STREET 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


New York State Fire Insurance Co., 
Albany, N. Y. 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 





CRUM & FORSTER 


GENERAL AGENTS 


United States Underwriters’ Policy, N. Y. 
Union Fire Ins. Co., Buffalo, N. Y¥. 


United States Lloyds, Inc., N. Y. 


H. JUNKER, Mgr. Pacific Coast Dept. 


HINES BROS., Managers, Texas Department, McKinney, Texas 


NEW YORK CITY 


The North River Ins. Co. N. Y. 


Guaranty Fire 
New York 


Assurance Corp., 


San Francisco, California 








Rating Resolution 
Adopted By Exchange 


ONE VOTE DEFEATS AMENDMENT 


Resolution at Special Meeting Brings 
Method of Operation Under New 
Rate Supervision Law 


The future method of operation of the 
New York Fire Insurance Exchange will 
be within the purview of the new rate 
supervision law of New York State as 
a result of a resolution adopted by the 
association at a special meeting held 
late last week. An amendment provid 
ing that the functions of the Exchange 
relative to rating and limitation of com- 
missions and agencies be turned over 
to and operated as the New York City 
Division of the New York Fire Rating 
Organization was defeated by only one 
vote, sentiment for and against being 
almost equally divided. A representa- 
tive of the National of Hartford cast 
the deciding vote in the negative. 

Resolution Legally Binding 

The following resolution was then 
offered by the chairman which he said 
would accomplish the same result and 
that council had advised would be legal- 
ly binding without unanimous consent 
as it was not in the nature of an amend 
ment to the articles of agreement. It 
was adopted by a large majority with 
only a few voting in the negative. 

“Whereas, under Chapter 660 of the 
Laws of 1922 of the State of New York 
as amended in April 1922, by Sections 
141 and 141-a, it is provided that no fire 
insurance company shall be a member 
of more than one rating organization 
within the state for the purpose of 
rating the same class of risks for the 
same hazards, and 

“Whereas, the New York Fire In- 
surance Rating Organization has been 
formed and is now operating in com- 
pliance with the law as so amended, 
and includes in its membership a large 
majority of the companies represented 
in this exchange, and has adopted the 
rates, rating schedules and general rules 
and practices now in force in the terri- 
tory of this exchange,enow, therefore, 


be it 


“Resolved, that in all matters per- 
taining to rates, rate making, broker- 
ages, commissions, and the limitation of 
agencies this exchange hereafter func- 
tions as the New York City Division of 
the New York Fire Insurance Rating 
Organization.” 





ONTARIO AGENTS MEET 

The second annual convention of the 
Ontario Fire Insurance Agents Associa- 
tion was held Tuesday and Wednesday 
of this week at the Prince George Ho- 
tel, Toronto. A program of prominent 
speakers made the sessions interesting 
and instructive above the average con- 
vention. 


Coast Changes Made 
By “America Fore” 


MERRITT RETURNS TO FIDELITY 


Breeden and Grove Will Supervise 
Continental; Merritt and McCarthy 
Fidelity and American Eagle 


Important changes have taken place 
in the management of the Pacific Coast 
departments of the America Fore group 
of companies with the appointment of 
Alfred L. Merritt, the former assistant 
secretary of the San Francisco depart- 
ment, a8 secretary of the Fidelity-Phe- 
nix and American Eagle, and Charles 
©. McCarthy, formerly with the North 
British & Mercantile, as assistant sec- 
retary of the two companies. It is 
planned also to separate the manage- 
ments of the Continental and Fidelity- 
Phenix just as soon as alterations now 
being made to the America Fore build- 
ing are completed. 

The official announcement of these 
latest developments in the America 
Fore group as made late last week is 
as follows: 

“The America Fore companies have 
announced that Alfred L. Merritt, for- 
merly assistant secretary of the San 
Francisco department has returned to 
the organization as secretary of the 
Widelity-Phenix and American Eagle. 
Charles C. McCarthy, formerly with the 
North British and Mercantile, has been 
appointed assistant secretary of the 
Kidelity-Phenix and American Eagle. 

“Upon completion of the alterations 


NEWYORK STATE: DEPARTMENT 


ESTABLISHED 1906 


SUPERIOR 
CAPITAL 


-ALLEMANNIA 


GEORGIA HOME 


UNITED AMERICAN 


FIRE INSURANCE COMPANIES 


ASSETS OVER $9,000,000 
LARGE REINSURANCE FACILITIES 


P. B. DUTTON, Manager, ROCHESTER 


to the newly acquired America Fore 
building at Bush and Sansome streets 
it is planned to separate the manage- 
ments of the Continental and Fidelity- 
Phenix. Secretary J. F. Breeden with 
Assistant Secretary W. W. Grove will 
supervise the Continental. Secretary 
Merritt and Assistant Secretary Mc- 
Carthy will have charge of the Fidelity- 
Phenix and American Kagle. 

“As soon as the increase of capital 
and surplus of the Farmers to five hun- 
dred thousand each is completed that 
company will be entered in California 
under the supervision of Secretary 
Breeden and Assistant Secretary Grove. 

“Growth of business, and the desire 
to give each company the benefit of its 
own management have prompted these 
changes. When they are complete and 
the companies are in their new quarters 
the America Fore companies will be in 
a position to give better service than 
ever before to their large Pacific Coast 
agency force.” 





RAE JOINS HARTFORD 

Fk. R. Rae, for the past year a special 
agent in the automobile department of 
the U. S. Casualty, has become asso- 
ciated with the Hartford Accident & 
Indemnity. Mr. Rae has had twelve 
years’ experience in insurance. He 
served with the Liverpool & London & 
Globe, later spending four years in the 
liability department of the Travelers’ 
home office. He has been associated 
with the Globe Indemnity, the Aetna, 
and the American Indemnity, Galves- 
ton. 





BROKAW WITH LEWIS & GENDAR 


Leaves National Liberty to Join Agency 
That Handles Metropolitan De- 
partment; His Career 


The appointment of Lewis & Gendar, 
Inc., as metropolitan agent of the Na- 
tional Liberty, is now followed by the 
announcement that F. L. Brokaw, one 
of its secretaries, is to join the Lewis 
& Gendar organization. Mr. Brokaw 
has an intimate acquaintance with the 
New York business of the National Lib- 
erty and is familiar with its methods 
and politics. The change in official con- 
nection now becomes effective. 

Mr. Brokaw has had a wide insurance 
experience, having started with the 
Wallace Reid Agency in 1908. The 
present change is the fulfillment of 
many years’ desire tc enter the agency 
end of the business. In 1915 he joined 
the New Insurance Company, 
taking charge of the accounting depart- 
ment, and shortly thereafter was elected 
treasurer of that company. In 1921 he 
came to the National Liberty with the 
title of auditor, in which capacity he 
had charge of the installation of the 
new accounting system. He was made 
assistant secretary in March, 1922, and 
secretary in April, 1922. Coming to the 
National Liberty with the present ad- 
ministration, he was an important fac- 


tor in the reorganization of that com- 
pany. 


Jersey 
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S. S. Huebner, professor of insurance 
and commerce, Wharton School of 
Finance, University of Pennsylvania, 
has written a revised edition of his book 
“Property Insurance,” which is published 
by D. Appleton & Co. This is a valuable 
volume and will have a place in many 
universities, insurance and other socie- 
ties. What Dr. Huebner has to say to 
illustrate apportioning compound insur- 
ance follows: 


Illustration of Apportioning Compound 
Insurance 

To arrive at the amount payable un- 
der each of several non-concurrent poli- 
cies, it is necessary to observe two dis- 
tinct steps, namely, (1) the apportion- 
ment of the insurance, and (2) the de- 
termination of each policy’s contribu- 
tion to the loss. In other words, it is 
first ascertained what portion of the 
face value of each policy applies to the 
risk on which the loss has occurred, 
and secondly, what proportion of the 
total indemnity is due under the terms 
of each. 

Of the many rules devised, one may 
be used for illustrative purposes. The 
so-called “Reading Rule,” for example, 
stipulates that the compound policy 
(the policy covering more than one 
item) shall apply to each item on which 
there is a specific policy (a policy cov- 
ering the one item only) in the pro- 
portion that the value of the specific 
item bears to the value of all items 
covered by the compound policy. This 
rule may be illustrated by the case of 
Page vs. Sun Insurance Office (74 Fed. 
Rep., 194). Here the court was called 
upon to apportion the loss among poli- 
cies which were non-concurrent as re- 
gards the location of the property. Re- 


Numerous Rules in Use for the Appor- 
tionment of Loss Among Compound 
and Specific Policies 


The difficulties which present them- 
selves in the apportionment of losses, 
when some of the policies are “specific” 
and others are “compound,” are well 
illustrated by the case submitted for 
solution to Mr. W. H. Daniels. Accord- 
ing to the case, the Continental Insur- 
ance Company insured $2,500 on wheat, 
$3,000 on corn, and $2,000 on oats, or 
a total insurance of $7,500. Two other 
companies, however, the Aetna and 
Home, insured $5,000 and $6,000 respec- 
tively on “grain.” The value of the 
wheat, corn, and oats was respectively 
$8,000, $7,000, and $10,000; and the loss 
on these three items in the order given 
was $3,000, $4,000 and $8,000. Now 
what should be the method of appor- 
tioning this loss among the several poli- 
cies, and how much should be_ paid 
under each? 


; In answering this question, Mr. Dan- 
iels makes the following introductory 
statement: 


“You may not fully realize thé im- 
portance of the proposition you have 
submitted to me for my consideration. 
It involves some of the most intricate 
questions we find in the adjustment of 
losses, and for many years such cases 
as you have submitted have been the 
source of serious anxiety in the loss 
departments of the various insurance 


companies, and have been the basis for 


a large number of contests before the 
courts. The insurance men of the past, 
and of today, who were, and are, be- 
cause of their interest and work in the 
adjustment of loss claims, thoroughly 


ducing the figures to even thousands posted, have not agreed and do not 
the facts were as follows: ee ey ee eee Ey Se 
Value of the property Insurance Loss 
West yard. .$40,000 Four specific policies $2,500 West yard. .$30,000 
East yard. .$20,000 on West yard only 2,500 
2,500 
2,500 
One general policy on 
both yards.. 40,000 
Total.. $50,000 


The Question Involved 


The question involved was: How 
should the loss of $30,000 be appor- 
tioned between these five policies, one 
a general policy on all the property, 
and four specific policies covering the 
property in the West yard only? Ac- 
cording to the contention of the under- 
writers issuing the specific policies, the 
total insurance on the West yard con- 
sisted of the $40,000 general policy and 
the $10,000 of specific insurance, or 
$50,000 in all. If this reasoning was to 
be followed, the general policy would 
pay the $30,000 loss in the proportion 
that its insurance ($40,000) bore to the 
entire insurance ($50,000), or four-fifths 
($24,000), and each of the specific poli- 
cies would pay only $1,500 or $6,000 in 
all. On the other hand, however, the 
underwriter issuing the general policy 
contended that his policy of $40,000 ap- 
plied to the property in the West yard 
only to the extent that the value of 
property in the West yard, $40,000, bore 
to the total value of all property in 
both yards ($60,000), i. e., only to the 
extent of four-sixths of $40,000, or $26,- 
666.66. This latter plan was the only 
one adopted by the court as the most 
equitable. It is clear that under this 
line of reasoning the liability of the 
specific policies was considerably in- 
creased beyond what would have been 
the case had the general policy been 
obliged to contribute for its full amount 
on the value of the property in the 
West yard. 


agree what poo company shel pay 
in such a case as you have submitted. 
Similar cases have received the atten- 
tion of the courts during the past fifty 
years, and it is safe to say that the 
decisions of the courts as to how the 
losses in your case should be appor- 
tioned among the companies are not in 
harmony.” 
Rules of Apportionment 

In discussing the solution of the 
aforementioned problem, Mr. Daniels 
devotes a volume to the application of 
the many rules of apportionment used 
in different localities, and shows that 
each will result in different amounts 
being paid under the several policies 
involved. Space limits forbid a detailed 
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presentation of the many rules dis- 
cussed. The following, however, may 
be mentioned as illustrative of some of 
the methods used: 

Contribution according to value: 
“Compound insurance shall contribute 
with specific in proportion as the value 
of the specific property bears to the 
value of all the property covered by the 
compound policy.” (Daniels, p. 7. This 
rule was previously described as the 
Reading Rule.) 

Contribution according to the order 
of description of the several items of 
property: “The compound insurance 
contributes from its full amount with 
the specific, to pay the loss on the first 
item in the general form on which there 
is a loss. The remainder of the com- 
pound insurance, after deducting 
amount of loss paid, contributes with 
the specific insurance on the next item 
in the general form on which there is 
a loss. This plan to be followed until 
the whole loss is paid or the compound 
insurance exhausted.” (Daniels, p. 23.) 

Contribution according to the order 
of amount of loss on the various items: 
“The compound insurance contributes 
from its full amount with the specific 
to pay the loss on the item covered by 
specific insurance on which there is 
the largest loss. The remainder of 
compound insurance after deducting 
amount of loss paid contributes with 
the specific insurance on the item hav- 
ing the second largest loss. This plan 
to be followed until the whole loss is 
paid or the compound insurance is ex- 
hausted.” (Daniels, p. 25.) 

Contribution according to the respec- 
tive losses on the various items: “The 
principle governing all apportionments 
of non-concurrent policies is that gen- 
eral and specific insurance must be re- 
garded as co-insurances; and general 
insurance must float over and contrib- 
ute to loss on all subjects under its 
protection, in the proportions of the 
respective losses thereon, until the as- 
sured is indemnified, or the policy ex- 
hausted.” (Daniels, p. 53.) 
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Camden Move To 
Improve Conditions 


ALL INTERE ST S CO-OPERATING 


Heads of Electrical Bureau, Fire De- 
partment, Insurance Companies 
and Agerts Get Together 
A movement inaugurated last week 
Camden, 
realty inter- 





bring about in 


co-operation of the 


promises to 
N. J., 
ests with insurance companies and the 
heads of the electrical bureau and fire 
department in stopping the writing of 
excessive eliminating haz- 
ards, checking incendiary fires and re 
ducing fire waste. 

The initial steps were taken at the 
weekly luncheon of the Camden Real 
Estate Board, following addresses by 
Assistant Secretary Norman B. Stint- 
son, of the Camden Fire Insurance As- 
sociation: Chief Kelly, of the electrical 
bureau, and Chief Carter, of the fire 
department. Assistant Secretary Stint 
son proposed a plan whereby the electri 
cal bureau and the fire department 
would communicate directly to the real 
estate agents information as to refusals 
by property owners and tenants to rem- 
edy dangerous conditions with the ob 
ject of cancelling the insurance poli 
cies unless requisite betterments are 
promptly made. President Charles P. 
Halyburton arranged for the holding of 
a conference at the next meeting of the 
board of directors of the Real Estate 
Board, with the view of taking definite 
action covering the situation. 

The Economic Viewpoint 

Assistant Secretary Stintson, in his 
address, discussed the fire prevention 
subject rather from an economic than 
from an insurance standpoint and the 
impossibility of replacing the tremen- 
dous loss of life as well as of property 
due to criminal carelessness and wilful 


insurance, 


waste. He commented upon the serious 
conditions that confronted the men of 
the fire service. He said that he could 
not imagine worse hazards than he wit- 
nessed when he inspected an establish- 
ment where a fire had occurred. It was 
a veritable sweat shop, closely crowded 
with men, women and machines and the 
floor covered with cigarette stumps, 
matches and cotton dust, which is al- 
most as #usceptible to flames as pow- 
der. He said thaf it has come to a point 
where insurance agents must get away 
from the idea ot merely placing policies 
te get the commission without ascer- 
taining whether the insurance seekers 
ure abiding with the regulations of the 
authorities or ascertaining the actual 
value of the property or goods to be 
protected. He urged the adoption of a 
plan that would effectually prevent in- 
surance agents placing policies greatly 
in excess of the value of insured own- 
ings. He pointed out cases where, after 
policies were cancelled because of dan- 
gerous conditions or insufficient value, 
the risks were accepted by representa- 
tives of other companies. 

Fire Chief Carter told of the hazard- 
ous conditions existing in many places 
inspected by his men and stated that 
he jacks authority to compel compli- 
ance with his directions to make better- 
ments. He said that the real estate 
men could help him very much if they 
would have premises in their charge 
placed in as nearly fireproof condition 
as circumstances would permit, see that 
chimneys are cleaned, ranges and heat- 
ing appliances placed in proper condi- 
tion and prevent accumulations of com- 
bustible rubbish. He spoke of a class 
he termed “squatters,” who locate in 
Camden, secure two or three times 
more insurance than their stock of 
goods is worth and then have a fire. 
He mentioned instances of requesting 
the cancelling of the insurance poll 
cies to force improvements being made 
and of being met with such expressions 
as, “What’s the use? If I cancel the 
policy a fellow down the street’ will 
write the insurance and get my _ busi- 


L. & L. & G. Launch 
Underwriters Agency 


CALL IT ANGLO-AMERICAN 


Companies Being Forced Into Estab- 
lishment of Annexes Because of 
Competition 


The newest annex is the Anglo-Amerl- 
can Underwriters. It is announced by 
the Liverpool & London & Globe. Fol- 
lowing the creation of the new annex 
of the Springfield and two from the 
America Fore establishment, it illus- 
trates a trend of the business. 

At the Hot Springs convention a 
great deal about annexes was said on 
the floor, but the competition with the 
companies is growing so keen that com- 
panies which heretofore have been 
standing aloof from adding an annex 
adjunct are wavering, or have launched 
one. 

In its letter to agents of the company 


ness.” He referred to one shining ex- 
ception of a real estate agent who can- 
celled four policies on a building and 
its contents after warnings to remove 
rubbish and remedy hazards were in- 
effective. 

Chief Kelly, after comparing the low 
loss record of Camden with that of 
other cities, due, he said, to the effi- 
cient and prompt fire service, expressed 
the opinion that Camden should follow 
the example of New York City, where, 
when a fire occurs after a warning, the 
careless business man or householder 
pays the expense incident to quenching 
the flames and if surrounding property 
is damaged, he is held responsible. He 
urged that fire prevention be made not 
a one-week affair, but for fifty-two 
weeks each year. 
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the Liverpool & London & Globe says: 

“After careful consideration we beg 
to announce the organization of an 
underwriters’ agency under the title of 
the ‘Anglo-American Underwriters’. 

“Our representatives are thoroughly 
familiar with our attitude toward un- 
derwriters’ agencies, expressed from 
time to time in letters to our agents, in 
the press and in council with our com- 
petitors. We have maintained this atti- 
tude at considerable cost to ourselves, 
and, while in principle we are still op- 
posed to underwriters agencies as a 
whole, we feel that we can no longer 
hesitate in placing our company in this 
direction on a parity with other leading 
offices. 

“We are confident that our great body 
of loyal agents will endorse our action 
in taking this step to place the interests 
of the company in uw position to develop 
under equally favorable conditions to 
those of other leading companies.” 





PHILADELPHIA CHANGE 
The Massachusetts Fire & Marine has 
transferred its Philadelphia agency 
from Harold E. Hull & Co. to W. Edwin 
Blair and the Rhode Island from B. D. 
Prince to Wagner-Taylor-Edson Com- 
pany, Inc. 





SHIPMATES 
Three passengers who recently landed 
in England on the “Majestic” were 
Wilfred Kurth, of the Home; W. B. 
Meikle, of the Western and British 
America; and Hart Darlington, of the 
Norwich Union. 





FILE L. & L. & G. EXAMINATION 

The examiners of the New York In- 
surance Department have filed a report 
on the Liverpool & London & Globe, as 
of January 1, 1921. 





Henry MacDonald has removed his 
law offices to the National Bank of 
Commerce Building, 31 Nassau street. 
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The World’s Best Bargain 
What the Stock Insurance Dollar Will Buy 





By Henry S. Ives, Secretary Casualty Information Clearing House 


The insurance dollar buys much more 
than the dollar spent for shoes, cloth- 
ing, foodstuffs, steel, threshing ma- 
chines, pins, alarm clocks, automobiles, 
bread, nails or any other standard com- 
modity in the vast trade field of the 
modern world. In proportion to the 
price asked the basic and intrinsic value 
of the thing sold probably is greater 
in the business of insurance than in 
any other business. No other enter- 
prise is conducted on such a narrow 
margin between the inherent and natu- 
ral worth of that which the buyer ob- 
tains and the price he pays. 

The charge that unconscionable prof- 
its are made in the sale and distribution 
of casualty and fire insurance contracts 
by legitimate stock companies and their 
agents is unqualifiedly false. The con- 
trary is susceptible of precise and af- 
firmative proof, and it is the duty of 
every representative of the great Amer- 
ican agency system to deny this un- 
founded accusation, whenever it is made 
and by whoever it is made, with em- 
phasis and decision. The time has 
come to call to account those who cir- 
culate such reports. No one can per- 
form this task as well as the American 
agent. He owes it to himself, to the 
business he represents and to the public 
to put an end to this cheap talk. Those 
responsible in the first instance for the 
profiteering charge fully are aware that 
it absolutely is untrue. Unfortunately, 
however, many who hear it are deluded 
and misled—and that is the deliberate 
intention of the propagandists. 

No Insurance Trust 

The accusation is of the same general 
type as the oft heard statement that 
an insurance “trust” exists for the pur- 
pose of gouging the public—a trust, 
mind you, in the most highly competi- 
tive business of the day. Both are 
myths originating in the distorted men- 
tal processes of the professional dema- 
gogues, the cunning concepts of the pro- 
moters of rival or unsound systems of 
insurance or the destructive theories 
of the communists. 

In the past those engaged in the 
business of providing safe and sound 
insurance protection have been too 
much absorbed in their labors to give 
much attention to misrepresentations 
regarding it which may have gained 
credence among the uneducated and 
illy informed. They have been too 
prone to permit such charges to go un- 
answered, feeling confident that the 
people would be able to divine the 
truth without assistance. They have 
failed to realize that it is very easy 
to apply the “trust” or “profiteer” stig- 
ma to a corporation and make people 
believe it, and that this is being done 
every day by professional trouble 
makers and agitators. The stock in- 
surance agents of this country cannot 
continue to rest on their oars. If they 
do the current will carry them miles 
from their courses before they are 
awake to the dangers of the situation 
which have been made acute by these 
cleverly planned campaigns of misrepre- 
sentation and deceit. 

Insurance Costs Analyzed 

I am going to attempt briefly to ana- 
lyze insurance costs in order to show 
you how absurd are these profiteering 
charges in the face of facts and also 
to furnish you with some ammunition 
for the battle. Let us first examine 
into the question of underwriting 
profits. 

According to the report of the Na- 
tional Board of Fire Underwriters for 
the year ending December 31, 1921, the 
175 stock companies affiliated with that 
organization sustained during that peri- 
od an actual underwriting loss of 1.23 
per cent. The situation was saved for 
them by net investment earnings on 


No. 1 


their capital, surplus and reserve funds 
invested in prime securities and held 
for the protection of policyholders. 

During the last ten years the 100 
leading stock casualty and miscellane- 
ous companies operating in the United 
States made an underwriting gain on 
all forms of business of only eight- 
tenths (.8) of one per cent. This was 
the actual return from handling more 
than two billion dollars of underwriting 
income. Like the fire companies these 
concerns made their profits, if any, 
from the returns on invested capital, 
surplus and reserve funds. 

Facts Speak for Themselves 

These facts speak for themselves and 
need no extended interpretation. In 
neither the casualty or fire lines has 
there been, or is there now, any rate 
loading for profit to capital which actu- 
ally has produced a profit to capital worth 
talking about. The business as a whole 
in many particulars is comparable to 
the business of banking, profits to a 
large extent being made from the in- 
vestment of capital, surplus and the 
deposits made by customers. Even if 
the dividends paid to stockholders by 
stock insurance companies should be 
completely wiped out the aggregate 
saving would be so trivial as compared 
to the tremendous volume of risks as- 
sumed that rates would not be appre- 
ciably affected. In fact the rate ten- 
dency probably would be upward, for 
when capital is denied a just return 
in any field of endeavor higher charges 
to the consumer are the certain after- 
math of such economic folly. The na- 
tion starved the railroads for years and 
the people are now paying for the 
stupidity of their political leaders by 
paying higher rates than ever before 
have been necessary. 

Let us next compare the price paid 
for stock fire and casualty insurance 
to the price paid for the standard com- 
modities of trade in order to see what 
the purchaser gets for his dollar in 
each instance. As the insurance index 
I will use the experience in the work- 
men’s compensation field which has 
been tabulated on a national scale and 
generally is recognized as accurate. 

What Goes Back to Assured 

Out of every dollar paid in the United 
States to stock carriers for compensa- 
tion protection, sixty-two cents ulti- 
mately is paid back by the carriers in 
the form of claim settlements. In other 
words, the inherent and intrinsic value 
of such a policy is sixty-two per cent 
of the purchase price, leaving out of 
consideration all service features pro- 
vided for the benefit of the assured. T 
am speaking from a national view- 
point, for insurance if properly con- 
ducted cannot be localized successfully 
and must be considered as a national 
institution. The balance of thirty-eight 
cents is accounted for by the cost of 
organization, distribution, acquisition, 
service, all possible overhead charges, 
profits, if any, and the like. 

The sixty-two cents returned is the 
basic and intrinsic value of the contract 
sold. In it there is no loading for labor, 
profits or capital. It has the same rela- 
tion to the purchase price as has the 
value of the tree in the forest to the 
price of the desk or the iron in the 
mine to the price of the steel beam. 

(To be continued.) 





BROOKLYN BROKERS MEET 

The first fall meeting of the Brooklyn 
Insurance Brokers Association was held 
last night in the rooms of the Brooklyn 
Chamber of Commerce at 32 Court 
street. A nominating committee was 
appointed and various matters of busi- 
ness taken up. The educational policy 
for the coming winter was discussed 
and a program will be planned. 


“The Leading FIRE INSURANCE Co. of America” 


WM. B. CLARK, President 
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H. A, Smith, President S. T. Maxwell, Secretary 
F. D. Layton, Vice-President C. B. Roulet, Ase’t Secretary F. B. Seymour, Treasurer 
G. F. Cowee, Asst, Secretary 


SURPLUS TO POLICYHOLDERS............$8,604,998.40 








National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1921, to New York Insurance Department 


LIABILITIES 
CU I I I oo ong ie cnn ccdaccnsecnsicccascdccececcacas $2,000,000.08 
Funds reserved to meet all Liabilities, Re-insurance Reserve, 

ME EIT bcccecenncadecansadccnavascendédensaadaccédadeons 15,754,759.88 
Unsettled Losses and Other Claims...................ccceecees 3,251,740.78 
Net Surplus over Capital and Liabilities....................... 6,104,998.40 
Total Assets January 1, 1921................. $27,111,498.98 


R. M. Anderson, Asst. Sec’y 








WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


UNITED STATES BRANCH 
Fire, Marine, Tornado, Explosion—Riots, 
Civil Commotions, and Strikes 


January 1, 1922 
Ree cicvaidcnic isaakassaaea $4,835,545.26 
Surplus in United States...... 1,599,555.35 
Total losses paid in United 
States fro: 1874 to 1921, in- 
GUO wecadncintzdaswacanawes $50,129,109.21 


W. B. MEIKLE, President 
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Man”— 


the open sesame 
to every courtesy 
within our power. 








Room with de- 

tached bath 61.50 

and $2.00 

Pee a) Private bath $2.56 
" and $3.00 


BREVOORT Hotel 
Insurance Headquarters 
MADISON ST.—East of LaSalle 


CHICAGO 
LAURENCE R. ADAMS, Sec’'y & Mgr. 














THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852. 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of itg policy. 


R. EMORY WARFIELD President 
FRED. A. HUBBARD, Vice-President 
CHARLES W. HIGLEY, Vice-President 

E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 
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Committee to Confer 

; ry) 
With Button on S.E.U.A. 
VIRGINIA STATUS UNDER FIRE 


Commissioner Wants Substitute Super- 
visory Body; Companies Seek to 
Reach a Compromise 





Colonel Joseph Button, Commissioner 
of Insurance of Virginia, came through 
victorious in the first skirmish with the 
Southeastern Underwriters Association. 
At the conference held on Wednesday 
of last week at the Hotel Astor at which 
executive officers of most of the leading 
fire companies were present a resolu- 
tion was adopted to appoint a commit- 
tee of nine to confer with the commis- 
sioner on the question of organizing an- 
other supervisory body for rate making 
in Virginia. 

The voting was light and close. It 
was evident from the sentiment ex- 
pressed at the hearing that many of the 
companies are opposed to any change 
being made in the present status of the 
S. E. U. A. in Virginia. 

Henry W. Gray, Jr., agency secretary 
of the United States branch of the 
London & Lancashire and vice-president 
of the Orient, introduced the resolution 
that was passed as a substitute for 
another supporting the recommenda- 
tions of Colonel Button. Mr. Gray’s reso- 
lution was as follows: 

“Resolved that a committee of com- 
pany executives of five (afterwards 
amended to nine) be appointed by this 
meeting to confer with the Commis- 
sioner of Virginia to the end that it 
may be determined whether it is de- 
sirable to have some other supervisory 
body for fire insurance matters in the 
state of Virginia than the one now in 
existence. and 

“9 If it should be so determined to 
evolve a plan for the formation and 
operation of a satisfactory supervisory 
body.” 

It is proposed that three members 
be chosen from the §S. E. U. A., three 
from companies that are not members 
of the organization, and three from Vir- 
ginia companies. Milton Dargan, 
Southern manager of the Royal at At- 
lanta and a member of the executive 
committee of the S. E. U. A., R. M. 
Bissell, president of the Hartford Fire, 
and H. A. Smith, president-of the Hart- 
ford were named as a nominating com- 
mittee to appoint the committee of 
nine. 

Button Raps Rating Bureau 

Colonel Button called the meeting for 
the express purpose of reaching some 
agreement with the companies that 
would eliminate the control and domina- 
tion of the S. E. U. A. over Virginia 
risks. At present he declares that the 
Virginia Inspection and Rating Bureau 
lacks the power originally delegated to 
it and must await instructions from 
Atlanta before it can act upon questions 
submitted to it. These delays, accord- 
ing to “Colonel Joe,” have aroused 
much dissatisfaction among the local 
agents in Virginia. 

The situation had reached such a 
crisis that at each session cf the legis- 
lature for several years past bills have 
been introduced to eliminate the S. E. 
U. A. and it has only been through the 
efforts of Colonel Button that they were 
never enacted into law. He feels that 
on account of this unsatisfactory state 
of affairs that it is imperative for him 
to do something’ at this time. He sug- 
gests, therefore, an organization to re- 
place the S. E. U. A. in Virginia. 

Colonel Button said that he “came to 
the conference more in: sorrow than 
in anger” and had fought for the S. BK. 
U. A. for sixteen years. He denied 
criticisms that the new organization 
would be expensive saying that it now 
cost the companies of the S. BE. U. A. 
from $40,000 to $60,000 a year “and they 
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are paying for an organization that does 
not function as it should,” 

At this point Colonel Button offered 
his own suggestions as a solution of 
the problem which were not passed 
upon at this meeting because certain 
underwriters contended that they had 
not had sufficient time to study them. 
His suggestions were as follows: 

1-- The organization of the Virginia 
Inspection and Rating Bureau as an 
entity. 

2 -The election by member companies 
of a committee of company executives. 

3—-The duty of this committee shall 
be the general supervision of the affairs 
of the Rating Bureau with particular 
reference to national uniformity and the 
broader general interests of the fire 
insurance business. 

4—-The institution of an organization 
to elect from their membership a com- 
mittee of six. Two of the members 
of this committee shall be elected for 
a term of one year, two members for 


a term of two years, and two members 
for a term of three years, and annually 
thereafter for a term of three years. 
No member of this committee shall be 
eligible for re-election for the ensuing 
term. 

5—The Commissioner of Insurance 
shall act as chairman of the field men’s 
committee without authority to vote 
except in the case of a tie. 

6—It shall be the duty of this com- 
mittee to have charge of the promul- 
gation of schedules and forms and the 
general administration of the Rating 
Bureau in reference thereto, 

7—The field men’s committee, with 
the approval of the committee of com- 
pany executives, shall select a manager 
and assistant manager of the Rating 
Bureau. 

&8—The committee of company execu- 
tives shall have the authority to dis- 
approve the actions of the field men’s 
committee. However the actions of the 
field men’s committee shall become 
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operative until disapproved by the com- 
mittee of the company executives. 
Action Is Threatened 

As a means for securing an agree- 
ment among the companies Colonel 
Button holds a bit of a club over their 
heads. He spoke of an “anomalous” sit- 
uation in Virginia whereby not a single 
Virginia company is allowed by law to 
be a member of the Virginia Inspection 
and Rating Bureau and so has no voice 
in the matter of fixing general rates or 
commissions. It so happens that Vir- 
ginia has a law forcing every company 
seeking a license to do a fire insurance 
business in that state to sign an affi- 
davit that it belongs to no outside com- 
pany organization fixing rates and com- 
missions. These affidavits, the colonel 
said, are usually signed by state repre- 
sentatives of the applying companies 
rather than by the executives, and it 
is his impression that certain companies 
are doing business under false affi- 
davits, as the agents have sworn to 
something which is not a fact. As yet 
the commissioner has not tested the 
law with respect to these conditions 
but he hinted something to that effect 
unless an amicable agreement was 
reached with the companies about hav- 
ing a separate rating organization for 
Virginia. 

Secretary B. C. Lewis, Jr., of the Vir- 
ginia Fire & Marine, offered the resolu- 
tion endorsing Colonel Button’s ideas. 
Otho E. Lane, president of the Niagara, 
and Mr. Bissell offered objections. It 
is a question among many of the com- 
pany executives whether the rating situ- 
ation in Virginia needs improvement 
and they are reluctant to endorse any 
proposals until they have secured a 
definite opinion of sentiment from their 
agents in that state. 

When Mr. Gray’s resolution was put 
forward Milton Dargan took exception 
to its latitude. He believed that the 
committee to confer with Colonel But- 
ton should be chosen solely from among 
the members of the S. KE. U. A. In 
his opinion this movement for separate 
state rating organizations was in con- 
tradiction to the sentiment for uniform- 
ity expressed at the Commissioners’ 
Convention at Swampscott and would 
eventually mean the disintegration of 
existing rating bureaus. 

President Morton of the National 
Board swung considerable sentiment in 
support of the Gray'resolution when he 
said that he could not conceive that the 
thoughts in Colonel Button’s mind came 
as a surprise to the fire underwriters, 
as they had received publicity in the 
insurance press. The proposition in- 
troduced by Mr. Gray appealed to him 
as the proper way to solve the Virginia 
problem. It is good policy, said Mr. 
Morton, to listen to what the commis- 
sioner had to say and to go along with 
him. C. V. Meserole, of the Pacific Fire 
group, also expressed hearty approval 
of the resolution. 

Among those who were present at 
the meeting were: A. N. Williams, vice- 
president of the Aetna; H. Cummings, 
general agent of the Agricultural; A. R. 
Phillips, assistant secretary of the 
American Alliance; O. G. Boyle, United 
States manager of the Atlas; E. Win- 
chester, of the Boston; H. R. Bush, 
manager of the Caledonian; F. C. Bus- 
well, vice-president of the City of New 
York; F. W. Koeckert, assistant man- 
ager of the Commercial Union; C. F. 
Shalleross, of the Commonwealth; G. C. 
Long, Jr., secretary of the Connecticut 
Fire; Norman T. Robertson, president 
of the Continental; C. E. Chase, assis- 
tant secretary of the County Fire. 

Carroll L. DeWitt, assistant manager 
of the Eagle, Star and British Dominion; 
S. R. Kennedy, vice-president of the 
Fidelity-Phenix; J. B. Morton, vice- 
president of the Fire Association; F. C. 
Buswell, vice-president of the Home; 
C. A. Mebane, secretary of the George 
Washington Fire; John Kay, treasurer 
of the Girard Fire & Marine; E. W. 
West, president of the Glens Falls; C. 
G. Smith, president of the Great Ameri- 
can; J. A. Blainey, vice-president of the 
Hampton Roads Fire & Marine; R. M. 

(Continued on page 26) 
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Cut South Carolina 
Cotton Mill Rates 


REGULATIONS BROKEN 





TARIFF 





Agents Fearful Lest Rate War Ensue; 
Investigations Started By Injured 
Companies 


South Carolina, which created a dis- 
tinctly disagreeable situation in 1916 
for the underwriters operating in the 
state, by the passage of the Laney- 
Odom bill which drove the fire com- 
panies from the state, has come to the 
front recently with another decidedly 
unpleasant problem which promises to 
require tactful handling if it is to we 
prevented from developing into a situa- 
tion potentially as undesirable as the 
results of the Laney-Odom bill. Rate 
cutting is in progress, and while it 
would appear that the operations have 
as yet been confined almost entirely to 
one class of business, yet the recent 
developments have caused considerable 
uneasiness among the local agents of 
the state and are creating unfavorable 
comment among the leading under- 
writers operating in this territory. 

The first intimation that any of the 
companies doing South 
Carolina were not observing the regu- 
lations of the rating bureau came sev- 
eral months ago, when the Victor Mon- 
aghan Mills operatives’ dwelling sched- 
ule came up for renewal. Bids were 
requested from any companies interest- 
ed, and it has been authentically re- 
ported that the five-year schedule was 
written at a rate considerably under 
the tariff. Numerous companies were 
approached by their local agents with 
the request to enter a bid for the busi- 
ness, and the placing of the line at 
cut rates indicated the opening gun of 
a campaign to secure this class of busi- 
nes. 


business in 


The correctness of this idea was dem- 
onstrated very promptly, for as vari- 
ous schedules on this class began to 
come up for renewal, the companies 
writing same were informed that unless 
they would meet the cut in rates which 
had been offered, the business would 
be placed elsewhere, and during July 
and August it is estimated that nearly 
a score of these schedules were written 
at rates well below the tariff. As this 
information leaked out, comparisons 
were made and _ investigations com- 
menced and since the rate cutting has 
continued, the local agents of the Pied- 
mont section of the state, where most 
of the cotton mills are located, began 
to make their protests heard in various 
directions. 

President McLean of the South Caro- 
lina Local Agents Association denies 
that any formal action has been taken 
by the Association, and states that they 
have not been appealed to assist in 
putting a stop to the rate cutting, but 
it is undoubtedly true that the matter 
has been called to the attention of 
State Commissioner of Insurance John 
J. McMahan and the companies which 
have lost business by the rate cutting 
drive have enlisted the aid of the 
Southeastern Underwriters Association, 
and a careful investigation of the situ- 
ation is being made by more than one 
interested party. The results seem to 
indicate that the rate cutting drive has 
been conducted almost entirely by two 
or more companies, members of the 
rating bureau of the state, and there 
is little doubt that one or more promi- 
nent local agencies are involved in the 
scandal. 

Prominent underwriters who have 
been consulted about the situation have 
expressed the opinion that it is capable 
of developing into a very serious mat- 
ter, and in view of the record of the 
State in 1921 as to losses, it is not 


thought that any save perhaps a few 
of the companies doing a large volume 
of premiums in South Carolina, would 
be sufficiently interested to enter in 
a rate cutting competition, should that 
means of retaliation prove necessary, 
It would seem that no new _ sched- 
ules have. been filed on this class 
of business with the State Insurance 
Department, and this would apparently 
make the offending companies guilty of 
violation of the anti-discrimination sec- 
tion of the state insurance laws, but 
what action will be taken by Commis- 
sioner McMahan has not been made 
public. It would also seem inevitable 
that the South Carolina Rating and In- 
spection Bureau must take action when 
the evidence is presented against the 
offending companies, for it is hard to 
see how such a flagrant breach of the 
Bureau’s purposes could be tolerated or 
excused in a member. 

Insurance circles in the state have 
been deeply stirred by the recent de- 
velopments, and while both local agents 
and companies are naturally concerned 
lest the situation should get sufficiently 
out of hand to cause the state to suffer 
from a widespread rate war with the 
resultant disastrous effects, it is hoped 
that the various investigations will se- 
cure sufficient evidence to make it pos- 
sible to deal satisfactorily with the of- 
fending companies in a way which will 
effectively put a stop to any further 
activities along this line. 

It has been estimated that the sched- 
ules involved carry premiums ranging 
from $5,000 to $18,000, which would run 
the total to well over the $100,000 mark, 
and it is reliably reported that one 
company has lost schedules aggregat- 
ing more than $20,000. In one instance 
it has been established that a schedule 
calling for a premium of over $14,000 
was written for a flat premium of $10,- 
000 and in other instances it is reported 
that policies in effect have been can- 
celled at short rate, with the offending 
companies or agents, giving the = as- 
sured a pro rata return premium along 
with the cut rate policy to replace the 
line cancelled. 





BOSTON MEETING 





Believed That Davenport Will Be Re- 
Elected President Next 
Month 

It is believed that Alfred Davenport, 
of William E. Davenport & Son, will be 
re-elected president of the Boston Board 
of Fire Underwriters in November. He 
has been a good president, being a 
leader as well as a president. 

In order to stimulate interest in the 
attendance of the monthly meetings, 
Mr. Davenport had representative men 
as guests of honor and to address the 
members. Three of the guests were 
John B. Morton, president of the Na- 
tional Board of Fire Underwriters; Clar- 
ence W. Hobbs, Insurance Commis- 
sioner of Massachusetts, and E. G. Rich- 
ards. All of these had something in- 
teresting and worth while to say to the 
members. The idea was new and proved 
successful, and will probably be con- 
tinued during the coming year. Another 
event during Mr. Davenport’s term of 
office was a dinner for the board mem- 
bers on the fiftieth anniversary of the 
great Boston fire. 
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Royal Exchange Assurance 
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‘SCHAEFER & SHEVLIN 


110 William Street 





GENERAL AGENTS New York, N. Y. 
FIRE & AUTOMOBILE INSURANCE & SURETY BONDS 


Excellent Facilities for Handling Suburban Business Phone Beekman 7938 

















Fifty-One Years—Time Tested 


SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in the agency field. 


Total Assets $3,509,765 
$700,000 Capital Surplus $750,401 
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F. H. HAWLEY, Pres. 
J. W. CROOKS, Treas. 





ORGANIZED 1848 W. E. HAINES, Secy. 
N. R. CHALFANT, Asst. Secy. 


fox Ohio's Oldest and Strongest Company 


Surplus $1,195,519.73 
AN AGENTS COMPANY 


E. K. SCHULTZ & CO. 
PHILADELPHIA 


GENERAL AGENT 
Pennsylvania, New Jersey, New York, Connaectiaut, 
Massachusetts and Rhode Island 
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Read Your Policy Week 
Starts on November 12 


MANY 





INNOVATIONS PLANNED 





Idea Suggested By Fred Bruns at 
Syracuse Last June Now 
Bears Fruit 
“Read Your Policy Week” starts on 
November 12 and ends on November 19. 
The National Board of Fire Under- 
writers, in co-operation with the New 
York State Association of Insurance 
Agents, is making preparations to make 
the week even a greater success than 
Fire Prevention Week and is destined 
to be unusually popular with fire insur- 

ance men in general. 





‘The newspapers are the best edu- 
cators of the people and are the mould- 
ers of public opinion,” said Editor Mc- 
Iivaine, of “Safeguarding America 
Against Fire,’ to a representative of 
The Eastern Underwriter this week, 
“and to judge from the splendid results 
that were accomplished chiefly through 
newspaper publicity that was given to 
Fire Prevention Week there can be no 
question of doubt about it. We have 
prepared a very elaborate newspaper 
campaign of publicity for Read Your 
Policy Week and expect it to go over 
big. . Besides large space devoted by 
the newspapers there will be posters 
displayed in prominent places in towns 
and cities throughout the state, win- 
dow displays, and other valuable forms 
of publicity. A very comprehensive 
educational campaign has been mapped 
out on standard fire policies and other 
various forms of coverage.” 

Idea Originated With Fred V. Bruns 

As announced in The Eastern Under- 
writer about six months ago the idea 
of Read Your Policy Week originated 
with Fred V. Bruns, former president 
of the New York State Association of 
Insurance Agents at its meeting in 
Syracuse last June and was subsequent- 
ly endorsed by the executive committee 
of the organization. In speaking on 
the subject he said that we have had 
Old Home Week, Fire Prevention Week, 
Clean-Up Week, Thrift Week, Prayer 
Week, ete., some of which have been 
important and others of a trivial nature. 
Where the idea hits the popular senti- 
ment it goes over big. As to Read 
Your Policy Week there is lots about 
it that will strike the popular chord. 
“The assured as a general principle,” he 
said, “doesn’t know what's in the policy 
and it will do him good to concentrate 
on it for a while even if it only posted 
him about his insurance. The idea that 
the insurance people think it important 
to have everybody read the policies is 
striking. It means hundreds of columns 
of the best publicity in newspapers 
throughout the state, but if we launch 
this movement it will not be copy- 
righted; other state associations can 


take it up as well, and it will sweep the 
country.” 

The idea is very popular with the ad- 
vertising managers of the large fire in- 
surance companies and all heartily en- 
dorse it. They say that it affords an 
abundant opportunity for worth-while 
education of the property owners for 
which there is a decided need, and 
through the medium of advertising in 
the newspapers the best means will 
be provided through which agents can 
get policyholders to read what actually 
is in their policies. 

Gardner Active in Movement 

Th success of the movement thus far 
is credited by Mr. Mcllvaine chiefly to 
the untiring energy of Frank L. Gard- 
ner, president of the New York State 
Association of Insurance Agents, who 
is pushing the idea in every way pos- 
sible. Some time ago a number of in- 
surance advertising men and others 
who are taking an active interest in the 
enterprise, including Mr. Mcllvaine and 
representatives of the National Board 
of Fire Underwriters, attended a lun- 
cheon in New York given to Mr. Gard- 
ner at which it was discussed at length 
and a tentative program arranged. 


NO ARBITRATOR FOR BUREAU 





Individual Action Called for at the 
Meeting of the Western 
Organization 





The proposition that an arbitrator be 
employed in line with a recommenda- 
tion adopted by the Western Union is 
not favorable to the members of the 
Western Insurance Bureau. A _ resolu- 
tion to this effect was defeated by a 
large majority of the members at their 
semi-annual meeting held at Briarcliff 
Lodge, Briarcliff Manor, New York, late 
last week. It was the contention of the 
members that the employment of such 
a person would reflect upon the com- 
petency of the joint conference com- 
mittee. 

The creation of a special bureau for 
the handling of losses in Cook County 
as suggested at the Washington con- 
ference this spring was heartily favored 
by the organization. 

Charles H. Yunker emphasized the 
need for retrenchment in expenses in 
his address as president of the bureau 
but also warned the members against 
going to the other extreme of curtailing 
necessary expenditures to the prejudice 
of the business. Speaking about com- 
missions he said that the question was 
intimately related to that of agency 
limitation and recommended that it be 
considered in that connection. 

“The value of an agent to his com- 
pany,” said Mr. Yunker, “as well as 
to his clients must be measured by the 
service rendered to each and the local 
agent who intelligently counsels fire 
prevention is a distinct asset to his 
community in considering acquisition 
costs. We should take the agents into 
our confidence and discuss fairly with 
them plans for expense reduction, men- 


tioning the multiplicity of company and 
agents’ organizations with which the 
business is now afflicted. 

“Would not a return to the formerly 
enjoyed freedom of individual action 
not prove beneficial? Salaries of field 
men with the added expense of bureaus 
have mounted beyond all reason and 
the companies are suffering from com- 
petition among themselves and from 
bureaus for the service of field men. [I 
am also of the opinion that the com- 
panies contributing to the upkeep of 
associated movements are entitled to 
and should demand a more detailed ac- 
counting of receipts and disbursements 
than is now submitted.” 


PITTSBURGH VISITORS 

Edward J. White of New York, execu- 
tive special agent of the London and 
Scottish Insurance Co., and F. W. Koe- 
ckert, assistant manager of the Commer- 
cial Union Assurance, were visitors to 
Pittsburgh last week. W. B. Mann, su- 
perintendent of agencies for the Ocean, 
was a visitor ai the offices of Wallace 
M. Reid Company last Thursday. Wil- 
liam Mackintosh, assistant manager of 
the Royal Insurance, also was a Pitts- 
burgh visitor last week. 


An application has been made for the 
appointment of a receiver for the Asso- 
ciated Merchants Mutual Insurance 
Company. 
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Chartered 1811 
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FIRE INSURANCE COMPANY 


Newark, N. J. 
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SURPLUS TO POLICY HOLDERS 
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Missouri Men First To 
Meet After Hot Springs 


AFTER ANNEXES; BANK AGENTS 





Think Progress Being Made Against 
Multiple Agencies; Auto Dealers 
Line Discussed 





The Missouri Association of Insurance 
Agents took a stand against multiple 
agencies, the appointment of banks, 
trust companies, loan or financial asso- 
ciations as insurance agents, and recom- 
mended that consideration be given to 
the question whether the association 
could afford to accept as members such 
agents as represent mutuals or recipro- 
‘als in addition to stock companies at 
their annual convention held at Excel- 
sior Springs on October 12 and 138. 

Resolutions were also passed author- 
izing the president to appoint a welfare 
committee from the local boards and 
other members to give its services when 
requested in questions affecting the in- 
surance business in Missouri. After 
passing resolutions thanking the retir- 
ing officers of the association and pledg- 
ing to assist in the passage of the fire 
marshal law, as suggested by the State 
Superintendent of Insurance, it con- 
gratulated the National Association on 
“its splendid action at Hot Springs 
when it interested its officers to request 
the companies to abolish underwriters’ 
annexes.” The resolution says that 
“this promises an end to the multiple 
agency abuse, that wasteful competi- 
tive device which destroys the loyalty 
of agents and increases losses and ex- 
pense. And we hope that the National 
Association will soon move forward to 
attack large lines and re-insurance to 
the end that all companies may obtain 
fair distribution of the premiums in 
each locality where they have agents 
so that the companies will have no 
policies outstanding in congested dis- 
tricts to a total greater than their as- 
sets can pay.” 


Resolution on Bank Agencies 

The resolution against bank agencies, 
etc., was as follows: 

“Be it resolved, that this association 
protests against the appointment of 
banks, trust companies, Ioan or finan- 
cial associations as insurance agents. 
Such an agency obtains insurance orders 
by money pressure instead of by the 
technical insurance service of an in- 
formed and progressive agent.” 

The association re-elected J. W. 
Rodger, of St. Louis, secretary. His 
report was so much out of the ordinary 
and touched several topics of national 


interest that it is published almost in 
full: 


Early in the year the Associated Industries of 
Missouri circularized its members to the effect 
that it had arranged for an Insurance Service 
Department and that this new department had 
facilities for expert advice on all matters per 
taining to fire insurance. An_ investigation 
showed that this service could be had through 
the Insurance Auditors’ Company of Indianapo 
lis. Echoes of their activities have reached 
us which are to the effect that their inspections 
are superficial and perfunctory, and that their 
real aim is to recommend to the members of 
the Associated Industries that they place their 
insurance with Eastern mutuals at a saving of 
about 20%. You are, therefore, cautioned to 
keep an ear to the ground in your respective 
communities and report to the secretary any 
risks involved. 

You are all familiar with the activities of an 
officer of the Autcmobile Club of Missouri and 
his attempts to put the club into the reciprocal 
insurance business. During the year we have 
cautioned our members to be on the alert and 
forestall these attempts. The most recent re- 
ports state that the situation is well in hand, 
and the members of the club seemingly are 
against taking on any new liabilities. Watch 
this feature, for other attempts in this direction 
will doubtless be made from time to time 

uestionnaire on Qualification Law 

Last February we sent out a questionnaire 
to our members asking their opinion on the 
need of an Agents’ and Brokers’ Qualification 
Law, and replies received to the extent of fifty 
were 97% strongly in favor of such legislation; 
and now comes our honorable insurance com- 
missioner voicing the needs of the State along 
identical lines. 

A moment or two should be spent here in 
calling attention to some of the evils of the 
existing order of things. 

Section 6278 of the Revised Statues of 1919 
reads as follows: 

“Rebates and Special Rates Forbidden.—No 
company or other insurer or agents shall direct- 
ly or indirectly by any special rate, tariff, draw- 














You will be 


Interested 
at Hartford 


HERE is an opportunity there for an 

agent who seeks it and who values the 
representation of a sound company. There 
you will learn about the proposition open to 
agents who want to do a fire business the 
Federal way. 





What is the Federal way ? 


| It is a high development of the fire insur- 
ance business. Itis an opening for you if you 
want to get in on the ground floor and grow 
as the Federal grows and reap the fruits of 
success as the Federal develops. Get ac- 
quainted with the Federal. Come up. Look 
us over. See what we are doing. 

Whatever your fire insurance problem may 
be bring it to the 


Federal 


Insurance Company 
of New Jersey 


The Hartford General Agency Co., Inc. 


General Managers 


690 Asylum Avenue, Hartford, Connecticut 
Phone: Charter 1690 


If you are unable to call—write, telegraph, or tele- 


phone. We are waiting to hear from you at Hartford. 


























back, rebate, concession, devices or subterfuge, 
charge, demand, collect or receive from any 
person or corporation any compensation and 
premium ditferent from the rate or premium 
properly applicable to the property so rated, in- 
dicated by its public rating record; and no com- 
pany or other insurer shall discriminate un- 
tairly between risks of essentially the same 
hazard and substantially the same degree of 
protection.” 

And yet hundreds of persons have been com- 
missioned as agents whose primary object as an 
agent was to obtain his own insurance cheaper 
than his neighbor. In their greed for pre- 
miums, the companies have to some _ extent 
been responsible for this evil, which, in our 
opinion, has every indication of and evasion of 
the law. There is scarcely a city or town in 
this State where this evil does not exist, and 
the subject is given to you for your earnest 


consideration. 
The Rebate Evil 

In addition to the above we have another 
like evil in Section 6317 reading as follows: 

“Whoever, for compensation, acts or aids in 
any manner negotiating contracts for insurance 
or reinsurance or placing risks or effecting in- 
surance or reinsurance for any person other 
than himself, and not being the appointed agent 
or ofhcer of the company in which such insur- 
ance or reinsurance is etfected, shall be deemed 
an insurance broker, and no person shall act as 
such insurance broker, save as provided in this 
section. The superintendent of insurance may, 
upon the payment of a fee of ten dollars, issue 
to any person a certificate of authority to act 
as an insurance broker to negotiate contracts of 
insurance or reinsurance, or place risks, or 
effecting insurance or reinsurance with any 
qualified domestic insurance company or its 
agents, and with the authorized agents in this 
state of any toreign insurance company dul 
admitted to do business in this state. Suc 
certificate shall remain in force one year, un- 
less revoked by the superintendent of insurance 
for cause. Any person who shall act as broker 
or agent, in negotiating insurance or reinsur- 
ance, as above stated, without first having ob- 
tained a certificate ot authority or broker’s li- 
cense for such purpose, shall be deemed guilty 
of misdemeanor, and on conviction thereof 
shall be fined not less than ten nor more than 
one hundred dollars for each offense, to be re- 
covered and apphed in the manner prescribed 
in Section 6322, Revised Statutes of Missouri, 
L919,” 

Can Get a Rebate by Paying $10 

kor a tee ot $10 any person can obtain a 
rebate! ‘That is the condition under our exist- 
ing laws, and will continue so until our insur- 
ance laws are made so as not to conflict with 
one another. 

Section 1 of the rating law reads as follows: 

“Repealing inconsistent provisions: All acts or 
parts of acts inconsistent with the provision of 
this act are hereby repealed, provided that noth- 
ing herein contained shall be construed to repeal 
any anti-trust law now or hereafter in force in 
this state.” 

lf the wholesale and indiscriminate issuance 
of both agents’ and brokers’ licenses is not in- 
consistent with the provisions of the anti-dis- 
criminatory provisions of the rating law, then, 
in heavens name, what is? 

In St. Louis alone there are about 200 per- 
sons who have no connection with the business 
of insurance who are licensed, and this list is 
made up in part as follows: City water depart- 
ment, financial agents, barbers, steamship agents, 
neckweat manutacturers, lawyers, accountants, 
auto dealers, junk dealers, oil salesmen, feed 
dealers, printers, meat packers, grocers, tailors, 
architects, game warden, city employes and many 
others. rhis list was taken at random from 
those licensed as insurance brokers since Jan- 
uary 1, 1922. 

God help the long-suffering public from the 
brand of insurance these individuals sell them! 
We can’t with the present laws in force. And 
as to the Service given by these sort of brokers 
—they dont’ know the meaning of the word. 

At least one thought comes to mind: This 
association must adopt a Qualiffcation Rule of 
its own; we must bar absolutely those whose 
knowledge of the business, and their interest in 
it is so scant that they are a menace to the 
insuring public. It is by reason of such repre- 
sentatives that the Valued Policy Law was 
made possible, and in the eyes of the man who 
wrote the law, you couldn’t blame him. He 
tried to do his best, but as happens to a law of 
well-intentioned legislation, it proved only of 
particular use to the crook. 

National Auto Dealers’ Association 

In discussing the National Auto Dealers’ As- 
sociation policy, which has been so much talked 
about, the report said: 

About March Ist, a policy was written in the 
London G. and A. by Myers & Wendling, St. 
Louis agents, on a member of the National 
Automobile Dealers’ Association, at the rate of 
$2 per $100 for liability and property damage, 
the policy to become eftective some two months 
later, at the expiration of another policy. A 
daily report of the London policy was sent 
through the St. Louis Bureau and criticized. 
The matter was taken up with Myers & Wend- 
uing by the local agents in St. Louis, and 
they promised to take up the policy and cor- 
rect same according to the bureau rules and 
rates. This they promised to do on_ several 
occasions, and a few days before the policy was 
to become effective a corrected daily report 
was sent through the bureau and was passed as 
being correct, but no endorsement or change 
in the original policy was made at that time 
nor has any been made since. The matter was 
called to the attention of Myers & Wendling on 
numerous occasions, but to date no change has 
been made in the policy. 

The broker who handled this business is a 
man named James, who signs the correspond- 
ence for Myers & Wendling, and is presumably 
a broker in their office, but he also bears the 
title of assistant manager of the National Auto- 
mobile Dealers’ Association, and is so listed on 
their bulletin board. I cannot find any record 
of a State broker’s license having been issued 
to this James. 

Prat in the month of June, the Myers 
& Wendling Agency issued a policy in the 
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National Union of Pittsburgh for this same 
assured covering fire and theft on the dealers’ 
automobiles under Form E, $300 minimum pre 
mium policy While this policy covers for fire 
and theft insurance, the rate charged was prac- 
tically the fire insurance rate, giving the theft 
insurance as an inducement for the business. 
his policy and correspondence relating to it 
was signed by Myers & Wendling, per the same 
Mr. James. 

The Missouri Inspection Bureau had filed with 
the Insurance Department of the State of Mis 
souri rates covering fire and theft insurance 
for dealers, and were 80% of the contents rate 
in the building, where automobiles were stored 
for fire insurance, and 25 cents for transporta 
tion and theft coverage These filings were 
in effect for this company when the above policy 
was issued. 

It is also proposed to bond the employes of 
the members of the Automobile Dealers’ Asso- 
ciation, but it looks as if there would be hard 
sledding for this scheme. 

Bank Agencies 

The time is ripe to take cognizance of this 
growing evil. Several localities in our State 
are afflicted with this dangerous method of com 
petition and any tendency to extend such agen 
cies by any company should be treated as being 
in direct opposition to the purposes of this or 
ganization. Any such appointment should be 
reported to the secretary at once so that the 
attention of the company may be directed to 
the matter. 


AVERAGE ADJUSTERS MEETING 
Judge Harrington Putnam, formerly 
a well-known and highly popular ad- 
miralty lawyer, has been chosen for the 
position of chairman of the Association 
of Average Adjusters of the United 
States. His election came at the annual 
meeting last Wednesday, and he suc- 
ceeds Joshua P, Nelson, of the average 
adjusting department of Johnson & 
Higgins. Ernest W. Congdon replaces 
W. D. Despard as a member of the ex- 
ecutive committee, the real governing 
body of the association. Among the 
new members who were elected are 
C. P. Dorff and P. A. Pier of Frank 
B. Hall & Co. 


BEATTIE IN CANADA 

W. B. Beattie, of Beattie, Child & 
Co., underwriters and re-insurance 
brokers in London, is visiting in Can- 
ada. His firm underwrites in London 
for the Globe & Rutgers and the Cana- 
dian National, in addition to several 
European companies. Mr. Beattie is de- 
sirous of getting in touch with com- 
panies requiring re-insurance facilities. 
Those interested are invited to address 
him at P. O. Box 608, Toronto, Canada. 


CONFER WITH BUTTON ON S.E.U.A 
(Continued from page 22) 


Bissell, president of the Hartford Fire; 
A. Whelpley, secretary of the Importers 
and Exporters; Sheldon (atlin, vice- 
president of the Insurance Company of 
North America; T. H. Anderson, United 
States manager of the Liverpool and 
London and Globe; C. H. Coates, presi- 
dent of the National Liberty; Fred 
Ackerman, state agent for the National 
Union; I. D. Clark, vice-president of the 
New Brunswick Fire. 

William Tay, of the New Hampshire 
Fire; George Day, Southern Department 
manager of the North River; J. F. Van 
Riper, superintendent of agencies of the 
Norwich Union; C. V. Meserole, presi- 
dent of the Pacific Fire; Percival Beres- 
ford, assistant manager of the Phoenix 
Assurance; C. D. Dunlop, president of 
the Providence Washington; C. L. Gar- 
nett, assistant secretary of the Spring- 
field Fire & Marine; J. A. Kelsey, gen- 
eral agent of the Tokio Marine & Fire; 
H. W. Gray, Jr., agency secretary of the 
United States branch of the London & 
Lancashire; G. H. Tryon, United States 
manager of the Union of Canton, and 
John Doyle, of the legal department of 
the National Board of Fire Under- 
writers. 





INSURANCE SOCIETY SPEAKERS 

Superintendent Francis R. Stoddard, 
Jr., Jesse S. Phillips, general manager 
of the National Bureau of Casualty & 
Surety Underwriters, and President N. 
S. Bartow, of the Queen, will be the 
principal speakers at the important 
meeting of the Insurance Society of 
New York to be held next Tuesday 
evening in the grand ball room of the 
Hotel Astor. 











By Thomas E. Braniff, Oklahoma City 


Second—That the strife among the 


! | ° companies for business has created an 
“What I Got Out of the Conventions” axeaneiey eeet at sceuaitien which is 


an injustice to the public and is react- 
ing to the disadvantage of the agents 
themselves. 








Gentlemen of the Field Force: all, it is not such 


It is quite certain that if we had 
bad case to con- fewer agents the increased income to 


As an excuse for my failure to be on _ tract, but I am mighty glad to again be those who remain would justify a 


the job thi8 summer, I desire to explain home and at your service. 


greater percentage of their time being 


that [ am just now recovering from a At the Insurance Commissioners Con- devoted to a study of the insurance 
siege of “Conventionitis.’” This is a vention at Swampscott, Mass., at the business, and would therefore result in 
form of ailment which grows on you National Association of Casualty & a better quality of agents. It is further- 
like the drink habit, but its effect is Surety Agents Convention at Lake more certain that the rates on many 
quite different. It clears up your sys- Placid Club, N. Y., and at the National classes of insurance, particularly some 
tem and strengthens your vision. It Association of Insurance Agents Con- of the casualty lines, are loaded with 


gives you an insight into the other fel- vention at Hot Springs, among many 


low’s troubles and causes you to realize other interesting 
that your own difficulties are not great- were stressed: 


ly different from those of most insur- First—That the business of insurance 
unce men everywhere. It adds to your and the public would be benefited by 
friendships and increases your respect having fewer and 


for your fellow insurance man. After agents. 


excessive costs, which places the agent 


things, these facts at a serious disadvantage in competi- 


tion with certain classes of companies 
which offer their forms of indemnity 
upon a much lower acquisition cost 
better qualified basis. Little or no criticism is heard 
of the standard rates of commission, 








The “street” of San Francisco was startled 
when it was announced in April, 1892, that 
the Fireman’s Fund had purchased the Home 
Mutual. 


In local business the Home Mutual had be- 
come an important factor, ranking next to 
the Fireman's Fund. In December, 1900, re- 
cognizing that the title was a misnomer, as 
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the company did no mutual business, the cor- 
porate name was changed to the Home Fire 
and Marine Insurance Company. 

Rapidly the company’s business was extended 
from the local field of California to cover the 
whole United States, its management being 
placed in the hands of the managers of the 
Fireman's Fund. 
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Stoddard Fighting For 
Tax on Outside Risks 


ASKS BROKERS TO 


Says Relief for Marine Companies 
Depends on Taxing Those Able to 
Pay; Hearing on Model Bill 


CONSENT 


That there will be some tax upon 


marine insurance premiums placed by 


brokers in New York State with un- 
authorized foreign insurers, provided 
the model marine insurance b)ill for 


individual states is passed, was the sen- 
timent gained at the important hearing 
last week at the Hotel Astor before the 
committee of insurance commissioners 
working upon this bill. Superintendent 
Stoddard stated that,it was his wish 
that the marine insurance’ brokers 
would agree to the imposition of a tax 
upon unauthorized insurance, which he 
declared they were well able to pay. 
By being in the position of offering the 
New York State Tax Commission some- 
thing in return for the removal of the 
present tax upon the gross premiums 
of domestic and admitted marine in- 
surers it will greatly facilitate the pass- 
age of the model marine bill, the enact- 
ment of which is eagerly desired both 
by marine writing companies and many 
insurance commissioners. 

Throughout the long campaign, 
stretching over a period of years, of 
marine underwriters to secure the sub- 
stitution of a tax upon net profits for 
the obnoxious tax upon gross receipts, 
one of the principal obstacles barring 
the road to success has been the fear 
that tax commissions would not sanc- 
tion a radical reduction in a state’s in- 
come unless the Superintendent of In- 
surance or the marine underwriters 
could suggest another legitimate and 
fair source of revenue for the states. 
Advancement has now been made in 
this state to the place where it appears 
likely, according to Superintendent 
Stoddard, that the Legislature can be 
induced to pass the leading features of 
the model marine bill. To lessen oppo- 
sition at Albany Colonel Stoddard feels 
it essential that the marine brokers not 
throw their strength against the paying 
of a fair tax for the privileges and 


rights that they enjoy in using the 
world markets for their clients. The 
superintendent is convinced that the 


brokers can pay a tax without passing 
the burden on to shipowners and cargo 
shippers. 

The hearing was attended by repre- 
sentatives of practically all the leading 
marine insurance underwriting and 
brokerage interests in New York City. 
Among those present were: Hendon 
Chubb, Benjamin Rush, C. R. Page, 
Douglas F. Cox, Louis F. Burke, S. D. 
McComb, F. H. Cauty, W. L. Simpson, 
W. H. LaBoyteaux, C. P. a Be. GQ: 
Thacher, Chalmers Charles, W. Bar- 
ker and also delegates from Wiieen, 
Peck & Hughes, the Aetna Life & Affili- 
ated Companies and others. The com- 
missioners at the hearing included, be- 
side Mr. Stoddard, chairman of the com- 
mittee, Colonel Joseph Button of Vir- 
ginia, “Tom” Donaldson of Pennsyl- 
vania, Burt A. Miller of the District of 
Columbia, Clarence W. Hobbs of Massa- 
chusetts, Burton Mansfield of Connecti- 
cut, and B. W. Gearheart of Ohio. 


Hot Fight on Taxation 


Although there had been previous 
opposition to certain sections of the 
marine bill, offered by William Bro- 





Smith, vice-president and general coun- 
sel for the Travelers, and J. A. Doyle, 
associate counsel for the National Board 
ot Fire Underwriters, on the grounds 
that the definition of marine insurance 
in this bill would allow unfair trans- 
gression upon the casualty and fire 
underwriting fields, the real hot fight 
developed when the matter of taxation 
was broached. Section 40, subdivision 
3, of the bill provides that every licensed 
broker shall “keep in said office such 
additional record of the insurance, in- 
cluding the names of the insurers and 
the amount insured by each as the Com- 
missioner of Insurance may require, and 
shall in May and November of each 
year, upon the statement of the com- 
missioner, pay to him a privilege tax 
for the right to exercise the privileges 
granted by said license, measured by 
and amounting to 3% of the amount of 
such gross premiums, less returned pre- 
miums, for the insurance so solicited, 
negotiated, procured or placed during 
the preceding six months.” 

Immediately that this whole division 
treating with placing of unauthorized 
insurance, was opened for discussion 
by Colonel Stoddard, brokers and ship- 
owners raised « storm of protest. Wm. 
H. LaBoyteaux, president of Johnson & 
Higgins, Wendell P. Barker and Ira H. 
Campbell, acting for the American 
Steamship Owners’ Association, consti- 
tuted the heavy artillery, for the attack- 
ers. They built their arguments upon 
the alleged increased insurance costs 
to the American merchant marine and 
the possibility of such a tax adding one 
more serious handicap that would even- 
tually lead to the elimination of Ameri- 
can ships from the seas. The commis- 
sioners apparently take the position 
that brokerage profits run into fortunes 
annually and that a2 small tax could be 
absorbed easily and without hardships. 
It would likewise help to remove the 
adverse differential under which Ameri- 
can underwriters are today competing 
with unadmitted insurers. 

Compromise in Sight 

During the hearing the intensity of 
the opposition to the placing of a privi- 
lege tax created the impression that the 
brokers might fight through to the last 
trench, despite the commissioners’ re- 
quest for a written statement from the 
brokers setting forth what type of tax 
they would consider justifiable. After- 
wards a leading counsel for the brokers 
was heard to say to members of two 
prominent brokerage offices that “We 
shall have to compromise with the com- 
missioners or they will hook ug alto- 
gether.” His listeners nodded assent. 


7 unauthorized insurance situation 
in New York State Superintendent Stod- 
dard characterized as “a scandal.” Cer- 
tain in his conviction that it is ethically, 
and perhaps legally, wrong now to place 
risks with unadmitted insurers, he is 
going ahead in an effort to stop the un- 
restricted, unregulated and untaxed ex- 
portation of American insurance to for- 
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eign markets. The State Department 
explains its attitude by declaring that 
complaints arrive almost daily from dis- 
satisfied policyholders clamoring be- 
cause of the inability to collect losses 
trom foreign insurers who cannot be 
reached by courts of this country. “It 
is very, very bad,” to allow this situa- 
tion to continue, said Mr. Stoddard. 

In answer to this the brokers contend 
that responsible intermediaries exercise 
care and honesty in the choice of for- 
eign companies and that the percentage 


of uncollectibie losses is not much 
greater for foreign insurers than for 
domestic. 


Any conditicns of taxation that ham- 
per the merchant marine will ultimately 
be injurious to the nation and insurance 
companies was the gist of the long 
erguments made -by Mr. LaBoyteaux 
and Mr. Campbell. The former con- 
tended that the 8% tax or any other 
would ultimately fall upon the ship- 
owner and that this tariff wall to aid 
American companies was a gross injus- 
tice. American insurers are either un- 
able or unwilling to cope with foreign 
competition, Mr. LaBoyteaux asserted, 
and to attempt to legislate business 
into their hands would prove very dan- 
gerous. Either direct business with for- 
eign brokers or self-insurance would be 
the outcome. When the last analysis 
was made Mr. LaBoyteaux said that 
less than 25% of the Johnson & Hig- 
gins brokerage business was placed 
with unadmitted insurers, the remain- 
ing 75% going to American companies. 
Would Take 60% of Broker’s Income 

With a brokerage fee amounting to 
5% of the total premium, a 3% tax on 
a broker would mean the grabbing of 
60% of his income, Mr. LaBoyteaux 
complained, and this would be a rank 
injustice. Mr. Stoddard interrupted to 
ask just how much of a tax Johnson & 
Higgins and other brokers could stand 
without passing the cost to the assured. 
Mr. Boyteaux declined to admit that 
brokers in general could stand any tax 
on gross premiums. However, he was 
not opposed to a tax on net profits, the 
same goal for which the underwriters 
are fighting. 

The majority of commissioners pres- 
ent let it be understood that they were 
favorable to the marine bill. Commis- 
sioner Donaldson, whose keen percep- 
tion and wit are the stumbling stones 
for many a well-constructed argument, 
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usually managed to ask each opposing 
speaker whether his hospitality in the 
final analysis didn’t simmer down to a 
tear of losing money instead of being 
built on patriotic or altruistic grounds. 
Mr. Miller of the Distriet of Columbia, 
Mr. Gearheart and others revealed their 
attitude during the hearing. Some doubt 
still exists as to the position of the com- 
missioner from Massachusetts. 

Colonel Button of Virginia seems to 
have a permanent grudge against brok- 
ers. To him a broker is “an anomalous 
sort of creature” who serves the assured 
and receive their compensation from 
the companies. ‘The broker can well 
afford to pay a tax out of his own 
profits,” is the colonel’s viewpoint. 

Mr. Campbell minced no words in 
charging that the bill was designed to 
prevent ship owners from getting cheap 
insurance abroad. He then continued 
to elaborate on the present economical 
crisis confronting the American mer- 
chant marine and the vital need for the 
cheapest insurance commensurate with 
safety. To tax the carriers for the pro- 
tection of insurers would be another 
nail in the merchant marine’s coffin, he 
said. He described how the La Follette 
Act, the Hague Rules and the recent 
liquor ruling injured the American car- 
rier in his world-wide competitive strug- 
gle with the British and Norwegians, 
and plead that no further costs be 
added to the shipowner’s budget. Super- 
intendent Stoddard asserted that it was 
not the intention of the insurance de- 
partments to cripple the carriers, but, 
despite all arguments, he believed the 
brokers could pay a reasonable tax and 
not pass the buck to the shipowner. 

Opposed to Marine Definition 

When the hearing opened it was an- 
nounced that the bill would be discussed 
by sections, At the very outset excep 
tion was taken to the definition of 
marine insurance as contained in Title 
1. (This entire section is printed in 
other columns of this issue of The Kast- 
ern Underwriter). Mr. Hotchkiss, rep- 
resenting the North British & Mercan- 
tile and the United States Casualty, 
contended that the wording “insurance 
against any and all kinds of loss of or 
damage to * * * automobiles, (ex- 
cluding automobiles operating under 
their own power)” could be construed 
to mean that marine writing companies 
could write autos while in the course 
of construction and while standing still 
against every risk. This the fire com- 
panies could not do and an adverse dif- 
ferential in the way of less taxation and 
broader underwriting powers would 
prove detrimental to both fire and cas- 
ualty underwriters. 

Commissioner Hobbs stated that he 
thought that the present wording of the 


section meant that marine companies 
could insure autos only when they 
formed part of a cargo for shipment 
under other than their own motive 
power. “All risks of commerce” was 
another phrase under fire. Mr. Bro- 
Smith, speaking for the Travelers, sup- 
ported Mr. Hotchkiss. He held to the 
view that underwriting limitations 


ought to be removed, provided that 
proper regard for reserves, capital and 
the protection of assureds was main- 
tained, but until the privilege of mul- 
tiple writing was extended to all simul- 
taneously, marine underwriters ought 
not to possess a special advantage. 
Hendon Chubb took up the cudgel for 
the marine companies. Denying that 
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his associates wished to intrude into 
other fields of underwriting for the sake 
of grabbing business, he asked that they 
be allowed to follow marine shipments 
all the way from point of shipment to 
consignee. Unless the marine men can 
offer protection under one through 
cover to applicants, they will go into 
foreign markets for this insurance and 
get it. He described as narrow and 
destructive attacks on the bill because 
it gave wide underwriting powers. 

The one point offered in opposition 
by the National Board of Fire Under- 
writers was that the bill might mean 
an easy entrance for London Lloyd’s, 
and that this would offset all the advan- 
tages contained in the bill. Competi- 
tion is too keen now, he asserted, to 
permit a further influx of foreign capi- 
tal. Mr. Doyle took the position that 
the fire companies are not due for relief 
from taxation for several years. Conse- 
quently the marine companies were not 
entitled to special competitive — privi- 
leges. This brought one of those quick 
retorts from Commissioner Donaldson 
that are frequently injected into a hear- 
ing to stimulate action. The Pennsyl- 
vania commissioner said he was going 
to work for the relief of the fire com- 
panies and to this Colonel Stoddard 
added his bit by declaring himself per- 
fectly open-minded on the subject. 

Mr. Thacher, of Barry, Wainwright, 
Thacher & Symmers, who was largely 
instrumental for the actual phraseology 
of the bill, answered the questioning of 
the Lloyd's sections by saying that the 
bill was drawn in a spirit of fairness 
toward all and was not a pure subsidy. 
The marine companies are willing to 
face the competition of a United States 
branch of Lloyd’s, but if the state de- 
partments or others saw fit to eliminate 
provisions for the admission of Lloyd's 
there would be no hand = raised 
against it. 

Finally Superintendent Stoddard re- 
auested Messrs. BroSmith, Hotchkiss 
and Doyle to put their suggestions in 
writing by preparing amendments to 


Definition and Scope of Marine 
Insurance In Model Bill; Mutuals Section 


Title |. Definitions 

Section 1. Whenever used in this Act: 

(a) The terms “Marine Insurance” 
or “Marine Business” or “Marine Risks” 
mean insurance against any and all 
kinds of loss of or damage to vessels, 
craft, cars, aircraft, automobiles, (ex- 
cluding automobiles operating under 
their own power), and other vehicles, 
whether operated on or under water, 
land, or in the air, in any place or situa- 
tion, and whether complete or in pro- 
cess of or awaiting construction, includ- 
ing all goods, freights, cargoes, mer- 
chandise, effects, disbursements, profits, 
moneys, bullion, precious stones, securi- 
ties, choses in action, evidences of debt, 
including money loaned on bottomry or 
respondentia, valuable papers, and all 
other kinds of property and interests 
therein, including liabilities and liens 
of every description, in respect to any 
and all risks and perils while in course 
of navigation, transit, travel, or trans- 


the bill, revising the wording so there 
would be no fear of marine insurers 
taking workmen’s compensation, liabil- 
ity, full automobile, fire and other risks 
not legitimately within their jurisdic- 
tion. Mr. Chubb declared that marine 
underwriters think all transportation 
risks belong to marine companies, these 
to include ocean, lakes, inland water- 
ways, trucks and so on. 

Objections were made to other sec- 
tions dealing with outside re-insurance, 
mutuals, protection and indemnity asso- 
ciation. These will be considered at 
subsequent mectings of the commission- 
ers’ committee and some will probably 
be incorporated into the model bill. On 
the whole, however, it is entirely proba- 
ble that the bill will be introduced into 
several states with the principal objects 
of the measure unrevised. 


portation on or under any seas or other 
waters, on land or in the air or while 
in preparation for or while awaiting the 
same or during any delays, storage, 
transshipment, or reshipment incident 
thereto and all risks of commerce, also 
every insurance appertaining to or con- 
nected with marine risks and risks of 
transportation and navigation, includ- 
ing inland navigation and transporta- 
tion, also including protection and _ in- 
demnity marine insurance, builders’ 
risks, war risks, and for loss of or dam- 
uge to property or injury or death of 
uny person, whether legal liability re- 
sults therefrom or not, during, awaiting, 
or arising out of navigation, transit, 
travel or transportation, or the con- 
struction or repair of vessels or air- 
craft; 


(b) The terms ‘Insurer’, “Under- 
writer”, “Corporation”, “Insurance Com- 
pany” or “Insurance Corporation” shall, 
unless the context otherwise requires, 
be held to include all individuals, per- 
sons, associations, partnerships or cor- 
porations, engaged as insurers in the 
business of insurance, whether incor- 
porated or otherwise; 


(c) The term “domestic” shall be held 
to mean and apply to insurer or insur- 
ers organized or incorporated under the 
laws of this state; 

(d) The term “foreign” shall be held 
fo mean and apply to insurer or insur- 
ers organized or incorporated pursuant 
to the laws of any state of the United 
States other than this state, or pur- 
suant to the laws of any territory or 
insular possession of the United States 
or by the District of Columbia. 

(e) The term “alien” shall be held to 
mean and apply to insurer or insurers 
organized or incorporated pursuant to 
the laws of any country other than the 
United States or some state, territory 


or insular possession thereof, or the 
District of Columbia. 

(f{) The term “United States’, when- 
ever used in this Act, unless otherwise 
specifically provided, shall be held to 
mean and apply solely to the states, the 
territories of Alaska and Hawaii and 
the District of Columbia. 

Section 2. Marine Insurance Not Sub- 
ject to Other Laws Unless Ex- 
pressly Provided in This Act 
(a) Except as herein provided, no law 
of this state relating to insurance shall 
apply to marine insurance as in this 

Act defined. 

(b) Except as in this Act otherwise 
provided the laws of this state relating 
to the powers and duties of the Com- 
missioner of Insurance, his deputies 
and clerks, the expenses of the Insur- 
ance Department, making of examina- 
tions, filing of financial and other re- 
ports and statements, service of pro- 
cess, organization, incorporation and 
licensing of insurers, amendment and 
extension of charters, certification and 
supervision of agents, contents of ad- 
vertisements, deposit, exchange and 
transfer of assets and other securities 
of insurers; impairment, liquidation and 
insolvency proceedings and reciprocal 
and retaliatory laws shall apply to all 
insurers transacting the business of 
marine insurance within this state: 
Provided that separate statements shall 
be filed both with respect to marine and 
automobile insurance; and_ provided 
further that the Commissioner of Insur- 
ance shall accept a photographic or 
photostatic copy of a single original 
statement, or a certified copy thereof 
from the Insurance Department of the 
state wherein such insurer is organized 
or has its principal office. a 

(To be concluded.) 

The following vesolution has been 
adopted by WLiloyd’s underwriters in 
London: “War, riot and civil commo- 
tion risks can only be covered on open 
covers and open policies at an addi- 
tional premium to be arranged subject 
to the ten days’ notice clause.” 
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Pledge Adherence 
To Burglary Rules 


TRAVELERS WITHDRAWS BONUS 





Company Representatives Agree _ to 
Eliminate All Excess Commission 
Agreements; Plan Co-operation 





The bonus offer made recently by the 
Travelers on burglary lines has been 
withdrawn following the hearing at Su- 
perintendent Stoddard’s office on Mon- 
day, when representatives of all com- 
panies writing this business in New 
York state were present and pledged to 
observe the rules on rates. Some of 
the companies had three or four repre- 
sentatives present and a large number 
of executive officers were in attendance. 
A unanimous desire to iron out the dif- 
ferences which exist not only in the 
burglary field but in all casualty and 
surety lines was expressed by the repre- 
sentatives present and a meeting has 
been called for next Tuesday morning 
at 10 o’clock to discuss the matter. 

The Travelers’ circular which precipi- 
tated the meeting offered bonuses which 
raised acquisition costs to 40% and a 
storm of protest followed. The “bur- 
glary association in a special meeting 
suspended rules in New York and Phila- 
delphia, and the “National Surety and 
Insurance Company of North America 
offered their resignations from the asso- 
ciation. 

Most of the companies made no move 
to meet this sudden competition pend- 
ing the outcome of+the hearing called 
by the insurance commissioner. 


Will Observe Rules 

President Louis F. Butler, of the 
Travelers, stated formally that his com- 
pany would withdraw the commission 
bonus offer if the other companies 
would pledge themselves to keep within 
the limits allowed on commission rates 
by the rules of the Burglary Insurance 
Underwriters Association. A poll of the 
companies brought unanimous pledges 
to immediately eliminate all excess 
commission arrangements. The pledge 
was recorded by the commissioner with 
the name of the man who so bound his 
company. 

Co-operate With Agents 

In order to eliminate agency arrange- 
ments contrary to regulation practices, 
the companies, at the suggestion of the 
department, agreed to co-operate with 
the National Association of Insurance 
Agents and the National Association of 
Casualty & Surety Agents. This action 
should eliminate one of the sources of 
dissension in the field. 

Will Enforce the Law 

Before leaving for Chicago Superin- 
tendent Stoddard made it clear that he 
will enforce the new rate supervision 
law. The companies will be given every 
opportunity to set their houses in order, 
but if they fail to do so the department 
will not hesitate to use the power grant- 
ed under sections 141, 141A and 141B. 

Following the meeting President But- 
ler, of the Tra#elers, issued the follow- 
ing signed statement: 

“In furtherance of the movement to 
settle the matter of acquisition cost in 
all lines of casualty and surety insur- 
ance coming within the provisions of 
Sections 141, 141A and 141B of the in- 
surance laws of the State of New York. 
which movement has been inaugurated 
by the casualty companies, with the ap- 
proval of the Insurance Department of 
the State of New York, and in view of 
the pledge entered into by all com- 





Walter A. McGlannan, general agent 
of the Employers Liability for Mary- 
land, Virginia, West Virginia, North 
Carolina and the District of Columbia, 
with Baltimore headquarters, has just 
returned from a trip to Rome, where 
he was accorded an audience with the 
Pope. 


Holland Announces 
New Organization 


HOME OFFICE AT ‘PHILADELPHIA 


Independence Indemnity Company Will 
Erect Building Facing Historic 
Square; Pennsylvania Charter 





The proposed charter of the Indepen- 
dence Indemnity Company has been 
submitted to the Attorney-General of 
Pennsylvania for his approval. The 
head office of the company will be at 
Philadelphia, where a site has been se- 
cured for the erection of a home office 
building facing Independence Hall. The 
initial capital of the company will be 
$1,000,000 and $2,000,000 surplus, which 
has been underwritten by the organiz- 
ers with the assistance of the banking 
houses of Brown Bros. & Co. and West 
& Co. 

Charles H. Holland, recently resigned 
president of the Royal Indemnity and 
the Eagle Indemnity, who is to head the 
new company, made the announcement. 
The Pennsylvania Company For Insur- 
ance on Lives and Granting Annuities, 
the oldest trust company in the state, 
has offered to advance the entire 
amount until the stock can be allotted 
and paid for by subscribers, so that 
there need be no delay in procuring a 
license and starting to actually write 
business. 

The par value of the capital stock of 
the new company will be $100 and the 
original price will be $300 in order to 
provide the amount of the surplus above 
the stated capital of $1,000,000. It is 
expected that the stock will be held 
chiefly by agents and brokers and that 
none of it will go outside the country. 
Important purchasers of insurance are 
making application for stock and some 
large subscriptions have been made. 


Holland Will Control 


Arrangements have been made to as- 
sure the continuous control of Mr. Hol- 
land for a period of years through the 
placing in a voting trust in control of 
two people of the entire stock. Thus 
the votes will be cast in such a way 
that his managemert will be retained 
for at least seven years. 

E. D. Livingston, vice-president, and 
James Morrison, treasurer, of the Royal 
Indemnity, have resigned and will be 
actively associated with the new com- 
pany. Practical assurance of a large 
volume of business has been given by 
the large number of applications for 
connections which have come in from 
high-class agencies all over the country. 


panies writing burglary insurance in 
the State of New York to adhere strict- 
ly to the commission and all other rules 
of the Burglary Insurance Underwriters 
Association pending the adjustment of 
acquisition cost above referred to, the 
Travelers announces the withdrawal 
within the territory of Greater New 
York of its burglary harvest season 
offer, effective as of the close of busi- 
ness on Tuesday, October 17, 1922. The 
bonus offer will not apply to any busi- 
ness submitted thereafter.” 
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Safety Week Acclaimed 
As Big Success 


PROMOTERS ARE 


SATISFIED 





Win Co-operation of Daily Press 
Through Editorial Comment And 
Cartoon Supplements 





The campaign of publicity in the 
interest of safety which was carried on 
last week reached almost unexpected 
lengths through editorial comments and 
comic cartoon supplements. The daily 
press co-operated with the committees 
whole-heartedly and the result was such 
that everyone is apt to be a little more 
careful for awhile. The passing of 
safety week means, in some instances 
at least. the passing of caution and in 
the words of one of the column writers 
“safety week is over now and we can 
have accidents again.” 

Insurance men play a leading part in 
all the great safety drives and the good 
accomplished cannot be overestimated. 
Attention once centered on a_ thing 
never again loses the thought entirely. 
Some trace of it remains to aid in the 
prevention of accidents. Just at pres- 
ent these drives do not have the effect 
upon a population nerve wracked from 
the late war that they had before, and 
will have again after a few years. In 
the meantime, however. hundreds of 
thousands of school children receive 
the impressions so strongly that the 
ideas will remain lodged in their brains 
not only for their own future safety 
but for the guidance of campaigns in 
the still distant future. 

Why not begin a safety work which 
Commissioner Donaldson says is bound 
to come and agitate to have motors on 
pleasure cars toned down to a speed- 
limit of thirty miles per hour? That 
would be worthy a greater name than 
safety week if it is accomplished. 





FORM CLAIMS ASSOCIATION 

Practically every casualty claims man 
in the city of Toronto, Canada, had be- 
come a member of the new Casualty 
Claims Association, which will meet on 
the second Wednesday of each month 
for luncheon and discussion at the 
Carls-Rite Hotel. 
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Sunstroke is Not 
Vocational Hazard 








IS INDUCED BY EXERCISE 
Wisconsin Supreme Court Upholds 


Industrial Commission Ruling; 
Refuses Compensation Appeal 





A decision of the supreme court of 
Wisconsin upholding a ruling of the 
state industrial commission is signifi- 
cant in that it holds death from sun- 
stroke in the performance of employ- 
ment duties is not a vocational hazard 
and no recovery can be obtained. That 
the matter is not finally disposed of is 
indicated by the fact that the court is 
divided four to three on the question. 
If a man is forced during the course of 
his employment to work in the heat of 
the sun when it is established that ex- 
haustion through physical exercise has 
a tendency to induce sunstroke there 
seems to be the possibility that it might 
be considered a result of the work. On 
the other hand brainwork is known to 
induce sunstroke, and such hazard as 
exists is universal to all forms of physi- 
cal and mental exercise. 

Had the cgurt decision been unani- 
mous it might have set a precedent, but 
the close division renders it less con- 
clusive. On the other hand it is not- 
able that the majority supported the 
ruling of the industrial commission, 
thus, giving it the approval of two gov- 
ernment units. 

The industrial commission dismissed 
the complaint of Anna Lewis whose hus- 
band, Joseph, died as result of a sun- 
stroke July 7, 1921. He was employed 
by the Inter-state Coal and Dock Com- 
pany at its yards at Green Bay, Wis. 
The only question at issue in this case 
is whether his death was caused “while 
in the performance of services growing 
out of or incidental to his employment.” 
The industrial commission found that a 
sunstroke was not hazard of the em- 
ployment and refused compensation. 
The circuit court of Dane County sus- 
tained the industrial commission and 
Mrs. Lewis appealed. 


“It is urged that physical labor has 
a tendency to induce sunstroke,” says 
Chief Justice Vinje in the opinion of 
the court. ‘No doubt it has, but physi- 
cal labor is not a hazard peculiar to a 
coal heaver. It is common to almost 
all kinds of labor. Mental exhaustion 
is also conducive to sunstroke, indeed 
all forms of exhaustion tend to render 
a sunstroke more probable. The com- 
mission had all the facts before it and 
from them it drew the inference that 
the sunstroke suffered by the deceased 
was not a hazard peculiar to his em- 
ployment. We cannot say that such an 
inference had no foundation in the evi- 
dence or was unreasonable and there. 
fore its conclusions must prevail.” 
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Jewett as Seen By 
Rival Executives 


CALLED A TOWER OF STRENGTH 


Ranks High in Character and Ability; 
Gnee Syracuse Manager of 
Travelers 





“A rock of strength.” 

That is the way in which M. E. Jew- 
ett, the new president of the Royal In- 
demnity, was described this ‘week by 
not one but several prominent execu- 
tives of other companies who were 
asked by The Eastern Underwriter to 
describe him ir a sentence or two. Here 
are some other comments—and all from 
“competitors”: 

“He is a fine character; straight as 
a string; you can depend upon him.” 

“He never rubs anybody the wrong 
way. Just the type of a man to handle 
matters in a head office. He’s strong, 
but not obstinate; diplomatic, but not 
obsequious.” 

“Jewett’s the Kind of a fellow who 
should be head of a company. He goes 
to the bottom of things; has a pleasant 
personality, and will make friends for 
the Royal Indemnity everywhere.” 

The fact that such little time elapsed 
between the announcement of Charles 
H. Holland's resignation and the ad- 
vancement of Mr Jewett to the presi- 
dency also spoke volumes, for it illus- 
trated that he stood as well in his own 
establishment as he did outside. 

lowa comes to the front, as the new 
president of the Royal Indemnity was 
born in Keokuk, was educated there, and 
also at the University of Illinois. His 
first employment was as a member of 
the engineering corps of the United 
States Government. Returning to Keo- 
kuk, he worked in various capacities 
for seven or eight years, part of the 
time in a bank, part of the time with a 
wholesale carpet concern. 
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His entry into the insurance business 
came through assisting in the organiza- 
tion of a St. Louis fire insurance com- 
pany in 1905, so it will be seen that his 
rise to the top has been almost me- 
teoric. For about a year and a half he 
was associated with the General Fire 
Extinguisher Co., after which he went 
with the Travelers, where he really 
struck his gait. In Hartford he was a 
special agent and the company detect- 
ing executive talents made him man- 
ager of the branch at Syracuse. He 
did well there, attracting the attention 
of Louis F. Butler, then secretary, who 
sent him down to the metropolitan 
office. He remained with that office for 
two and a half years—in fact, until 
1910, when he was induced by Charles 
H. Holland to go with the Royal Indem- 
nity. He started as assistant secretary. 
The journey to the presidency thus took 
twelve years. 


RUTHERFORD, N. J. 
Phone Rutherford 1345 





Taxicab Bonding 
Law Still Muddled 


SURETY POOL TO 





CONTINUE 





License Renewals Will Not Be Granted 
Without Bonding Insurance 
Papers 





Registration for the New York state 
elections has been completed. It was 
not as heavy as a National registration, 
but it was heavy enough to cause a 
chaotic situation in the recently en- 
acted Tolbert law forcing taxicab driv- 
ers to carry either public liability in- 
surance or a surety bond insuring the 
payment of judgments up to the amount 
of $2,500 on each judgment. Taxicab 
operators fought the law in the federal 





court and lost. It was carried to the 
court of special sessions in a test case 
against an operator who permitted him- 
self to be placed under arrest for a 
technical violation, and now an appeal 
from his conviction is waiting its turn 
on the supreme court calendar. 

Immediately after the effective date 
of the law, approximately 5,000 cabs 
complied with its provisions. Others 
moved their seat of operations to sum- 
mer resorts for the season, thus avoid- 
ing the limits of the first-class cities 
included under the provisions. Still 
others took a chance and ran without 
cover. 

The months which followed found the 
mutual companies unable in many cases 
to secure payment of their premiums. 
In one case a company took $25 cash 
and a note for $20, a distinct violation 
of the law, but a means of securing 
payment of premiums. The organiza- 
tion of large bonding groups brought 
the cost to individual owners down 
within easy reach and an increasing 
number sought this protection. 

But enforcement of the law was 
strangely lacking, and when a claim 
arose which required the posting of 
additional collateral with the bonding 
pool, this collateral was refused, the 
bond was cancelled and the taxi con- 
tinued to run regardless of the change. 
This situation has become constantly 
worse until the matter of continuing to 
offer bonds and to maintain a perma- 
nent organization staff has been seri- 
ously questioned. 

At a meeting last week member com- 
panies decided to continue the bonding 
pool organization under Albert BE. Sheri- 
dan until the law automatically be- 
comes enforced. When renewal licenses 
are sought by operators January 1 it 
will be necessary for them to have a 
bond in force before approval will be 
granted. Thus the business will be 
forced upon the books and at least 
temporary compliance with the law 
made a certainty. 























Greater Than 


Fire Losses 


HE number of sprinkler leakage and 
water damage losses for each one 
thousand sprinkler leakage and water 
damage risks is greater than the number of 
fire losses for each one thousand fire risks. 


Large losses of $10,000 to $40,000 occur 


not infrequently. 


Your clients carry fire insurance. 
not sell them Maryland Casualty Sprinkler 
Leakage and Water Damage Insurance? 


Maryland Casualty Company 
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Did He Collect? ° 


Characters—S pecial Agent. 

Jim Johnson, One Horse Truck Driver, 
a colored man. 

Scene—Harlem, New York. 


“Jim” Johnson conducts a one-horse 
and wagon trucking business in Harlem. 
He had stabled his horse on Whoosum 
street, where the risk was considered 
fine. Without consulting the company 
carrying the policy he moved stabling 
quarters to Whatsum street, where the 
hazard necessitated an extra premium 
of $3.50. Something happened to the 
agency through which the policy was 
issued, and it was necessary to close 
it out. The special agent of the com- 
pany carrying the policy got on the job, 
discovered the facts, went to see “Jim,” 
and advised him to come across with 
the extra premium. This dialogue then 
took place: 

Special Agent—-You owe us $3.50 ex- 
tra premium. 

Johnson—Suah don’t, boss. 
paid fo’ this heah insurance. 

Special Agent—But you moved from 
Whoosum to Whatsum streets and the 
hazard here is greater. 

Johnson—Don’t know what yo’ means, 
boss. Ah done paid fifteen bones fo’ in- 
suance fo’ this same horse and wagon. 

Special Agent—But don’t you see, the 
hazard here is greater than at the old 
place? 

Johnson—What T know about haz- 
ards? Ah know ah paid them fifteen 
bucks for this heah same horse and 
wagon. 

Special Agent—I am not going to lose 
time and $3.50 on account of your 
ignorance. 

Johnson—And ah am not going to 
lose $3.50 on account ob yo’ intelli- 
gence. 


Ah done 


* * 


Hartford Social Agents 

The American Insurance Union, of 
Hartford, will hold a series of whist 
and setback tournaments during the 
fall and winter months. The first of the 
series will be held October 24 at I. O. 
B. B. Hall, Trumbull street, and will be 
open to the public. 
* » * 


Leaves F. & D. For Law 

J. Frank Thompson, of the Surety 
Legal Department of the Fidelity & De 
posit Company, of Baltimore, has be- 
come associated with Evans & Hunt, 
among the best known trial lawyers in 
New York, as of October 15. 

Mr. Thompson joined the casualty de- 
partment of the Fidelity & Deposit in 
1911 as field superintendent of the legal 
and claims department. When casualty 
lines were discontinued he joined the 
surety legal department, and has done 
more traveling than any other man in 
the company, according to the editor of 
“All in the Family.” 

* * « 


Returns to the Royal 
J. G. Mays, secretary of the Norwich 
Union Indemnity, has resigned to ac- 
cept the same position with the Royal 
Indemnity on November 1 as announced 
by President Jewett. Mr. Mays: began 
his insurance career with the Nashville, 








Tenn., branch of the Travelers in 1908. 
He was connected with the Royal from 
the time of the company’s organization 
in 1911 until November, 1919, when he 
became secretary of the newly organ 
ized Norwich Union Indemnity. When 
the Phoenix Indemnity was organized 
in March, 1922, he accepted the position 
of secretary in conjunction with his 
Norwich Union connections. 
ak a” 


Falconer On Trip 
W. G. Falconer, president of the Nor- 
wich Union Indemnity, is on the Pacific 
coast inspecting the various branch 
offices of the company. 
aa 7 * 


Get Phoenix Agency 

M. L. Alexander & Son, who have 
represented the Phoenix Assurance of 
London, for the last twenty-seven years 
in Cincinnati, Ohio, have been appoint- 
ed agency representatives of the Phoe- 
nix Indemnity Company, of New York, 
as of October 1. This agency is one of 
the old, conservative offices and is well 
known throughout its territory 

* * oe 


Please Wire a Million! 

L. C. Tyler, general agent for the Na- 
tional Surety at Bangor, Maine, received 
a wire requesting a court bond for 
$1,000,000 a few moments before the 
“Passing Show” began at the Winter 
Garden last Monday evening, when the 
delegates to the company convention 
were in attendance. During the inter- 
mission the bond was approved by the 
committee in « special meeting in the 
lobby of the theatre and a favorable 
reply was wired immediately. 


CASUALTY & SURETY CLUB 








Will Hold Informal Dinner Next Thurs- 
day; Commissioner Stoddard 
Scheduled to Speak 





Commissioner Stoddard, of New York, 
and W. G. Wilson, Aetna general agent 
at Cleveland, are scheduled as speakers 
at an informal dinner to be held by the 
Casualty & Surety Club next Thursday 
evening at 6:30 o’clock at the Drug and 
Chemical Club rooms, at 100 William 
street. Mr. Wilson will speak on the 
development of Public Liability and 
Miscellaneous Casualty lines. Special 
entertainment features are being ar- 
ranged by the committee in charge. 

Acceptance cards must be received 
by the committee not later than Octo- 
ber 17 and cancellations must be made 
before October 18 or a cover charge will 
be made. 

This dinner is the first event on an 
elaborate program of entertainment 
planned for the winter months. A large 
attendance is expected and the meet- 
ings promise to be better attended than 
ever before as a result of the new mem- 
bers added during the recent drive. 
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Thos. Galbo, Genl. Mgr. 


Casualty Adjustment Bureau 


90 William Street, New York City 
RELIABLE INVESTIGATIONS AND ADJUSTMENTS BY EXPERTS— 
. ; UICK SERVICE 
Our reputation is based on past performance. We show results. Send for booklet 


Liability, Compensation, Auto Fire and Theft, Collision, Property Damage, 
Admiralty, Subrogations, Personal Accidents, Burglary, Plate Glass. 
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The ““Home’”’ of Automobile Insurance 





Chester M. Cloud 


Metropolitan Agent 
Automobile Dept. 





The Home Insurance Co., New York 
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Surplus and Reserves as to Policy Holders $2,089,936.09 


Georgia 
Casualty Company 
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Macon, Ga. 
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The METROPOLITAN CASUALTY 


INSURANCE 
HOME OFFICE, 


CoO. OF NEW YORK 
47 CEDAR STREET 


CHARTERED 1074 


PLATE GLASS INSURANCE 


Eugene H. Winslow, President 
Robert A. Drysdale, Vice-Pres’t 


8. Wn. Burton, Sec’y 
Albert H. Lahy, Asst. Sec’y 
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When it’s many ambulances, not one! 


AATASTROPHES, calamities, disasters do occur. 
C Like conflagrations they suggest to men the 
wisdom of the best in insurance. 

The possessor of a Travelers policy has no doubts 
or misgivings when he reads of a construction, factory, 
mine, theater, or street holocaust. He doesn’t 
wonder if it means an assessment under his policy. 
He knows that The Travelers is buttressed against 


the big and unexpected calls by ample reserves, 


Tur TRAVELERS INSURANCE COMPANY 


ITARTFORD 


THE we 


ACCIDENT, LIFE, LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATE GLASS, AIRCRAFT, ENGINE, 


*. BUTLER, PRESIDENT 


ample surplus, and ample capital; that its policies 
are not assessable. He knows that Travelers policies 
are always worth their full value; never cost more 
than the annual rate. He knows he has both fair- 
weather and foul-weather protection. 

He knows that Travelers compensation and 
liability policies are worth more, even though they 
may not cost more, than the contracts of some carri- 
ers which sail the insurance sea. 


THe TRAVELERS INDEMNITY COMPANY 


CONNECTICUT 


A VELER §S 


ELECTRICAL MACHINERY 
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